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Not Much Amity In 
Fire Insurance As 
Year 1925 Begins 


St. Louis Bright Spot in Union- 
Bureau Quarrel; Agents’ Asso- 
ciation on Warpath 


SOME EVENTS OF LAST YEAR 


Company Groups Stronger; Larger 
Lines; Reinsurance Bureau 
Passes; Death of Henry Evans 


The year 1924 was not a happy one in 
fire insurance, either in amount of prem- 
iums, number of losses or in amity 
among people in the business. It wound 
up with two big fire insurance organi- 
zations—the Western Union and West- 
ern Insurance Bureau still with arms 
drawn relative to separation; and with 
the National Association of Insurance 
Agents in open warfare with two of the 
large insurance company offices. 

The prospect of an early settlement of 
these two controversies is not bright. 
The two company organizations are at 
a stalemate respecting the commission 
question, but with a satisfactory com- 
missions agreement adopted in St. Louis 
there has come a rift in the clouds. As 
St. Louis was one of the storm centers, 
some feel that other cities may fall into 
line. So far as the agents’ association is 
concerned, that situation is now at white 
heat because subsidiary organizations of 
the National Association of Insurance 
Agents are passing new resolutions on 
the subject and getting out statements 
aimed at the companies which have in- 
curred the displeasure of the National 
Association of Insurance Agents and its 
membership. 


Groups Growing Stronger 


During the year concentration into 
larger insurance groups was evidenced 
in many cases, not only by the purchase 
of control in companies, but the launch- 
ing of new companies. The taking on 
of the larger lines and the growing 
Strength of the companies in “going it 
alone” were responsible for another de- 
velopment, the passing of the Reinsur- 
ance Bureau, one of the events of the 
year. An advent of great importance 
was the new Travelers Fire which wiil 
Not get going, however, until sometime 
this month. Robert H. Williams is the 
Managing vice-president, Louis F. But- 
ler being the president. 

Philadelphia has shown a decidedly 
new interest in fire insurance companies 
with the result that several have been 
(Continued on page 27) 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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We Arm the Ambitious! 


= 
Our monthly SALES LETTER has a yearly total of 144 rich pages. 


Supplies a commission-creating educational course—stories of delivered 
cases, descriptions of approaches and closings, answers to objections, 
prospect methods, inheritance tax arguments and illustrations, monthly 
income sales talks, business insurance presentations, sales by women to 
women, farmer solicitation, young men solicitation, and the like—all in the 
language of the actors in the experiences related. 


Increasing efficiency, through constant study, leads to the maximum of 
profitable service. We arm the ambitious! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. — 


Organised 1847 


























Blood Pressure and 
Disability Probes 
Making Headway 


Inquiry About Disability Bencfits 
Among 30 U. S. and Canadian 
Companies 


IN CHARGE OF ACTUARIES 


One Million Chnek To Be Reviewed 
In Blood Pressure Medical- 
Actuarial Inquiry 





Two investigations of first importance 
not only to the life insurance companies 
but to the American people are under way 
and when they are finished considerable 
light will be thrown on the subject of dis- 
ability insurance and blood pressure. Ar- 
thur Hunter is chairman of both com- 
mittees. 

The blood pressure committee will soon 
be through with its gathering of data and 


will then analyze it. This work was start- 


ed by a joint committee on mortality of 
the Actuarial Society of America and the 
Medical Directors’ Association. The com- 
mittee is collecting from the companies 
material which will cover nearly 1,000,000 
cases, and which will give the systolic, 


diastolic and pulse pressure facts. It will 
not only ‘give the averages according to 
age, but probably according to weight of 
individual, height, and it is expected that 
they will be able to know, after investiga- 
about the mortality of 
persons who have a blood pressure under 
the average as well as those distinctly 
The work of the com- 
mittee is expected to be finished before 
next summer. 


tion, much more 


above the average. 


The Disability Inquiry 

The committee of the Actuarial Society 
of America will obtain from thirty of the 
targest American and Canadian companies 
and’ will divide the data up in accordance 
with like conditions as far as possible. 
This means not only policy conditions 
which are alike but a similar interpreta- 
tion of contracts. For instance, data from 
the Equitable, Mutual and New York 
Life will be put together because those 
companies have the 3-months clause and 
because of similar methods of liberal in- 
terpretation of disability benefits. 

The advantage of not having a large 
number of companies in the investigation 
is that there would not be too many sub- 
divisions and the volume of disability of 
these thirty companies is so large and of 
such a nature that reasonably correct find- 
ings can be based upon the result of the 
investigation. 

It is not expected that the committee will 
make any arbitrary conclusions because 
conditions with regard to the disability 
benefits are in a state of flux and there 
has been a changing in policy conditions 

(Continued on page 8) 
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Need for a United Movement 


Twelfth Paper 


The life insurance business is conducted with scrupulous care. By adhering 
to high ideals the companies have earned the confidence of the people. But one 
evil exists that ought to be remedied. This is the ‘‘twisting’’ of life insurance 
out of one company into another. 

It is the province of our life insurance companies to build up: not to tear 
down. And it is the duty of the field representatives of these companies to do 
constructive work. Now the work of the ‘‘twisting’’ agent is not constructive, 
but destructive. 


There was a time when there were but few policy forms. Today there are 
many forms because there are many insurance needs. Hence every agent should 
be competent to give sound advice in the beginning, or to give intelligent aid if 
for any reason, such as changed conditions, a readjustment is desirable. 
And with such a bewildering number of policy forms it is not surprising that 
here and there a man may be found who has a policy that does not meet present 
requirements. If the agent of another company discovers that this is the situa- 
tion, he should aid the policyholder in effecting a readjustment in the company 
in which he is already insured; and may then sell him additional insurance in 
the company represented by him. But if he ignores his customer’s true interests, 
and induces him to surrender his insurance in a sound company on the pretense 
that the company represented—or misrepresented—by him will give him in 
exchange a cheaper and a better policy, he will be guilty of destructive work, 
and will deserve to be branded as a ‘‘twisting’’ agent. 

The agent who gives sound advice and recommends a justifiable change is 
to be commended: not censured. Our only criticism is against deception— 
deception which is easy in dealing with laymen who are unfamiliar with the 
differences in insurance contracts. It is easy, for example, to induce a man to 
give up a policy embodying exceptional benefits, and consequently costing more, 
for a contract which costs less but lacks these advantages. And just here is 
where the ‘‘twisting’’ agent finds the opportunity to feather his own nest at the 
expense of his customers. 

The Equitable Life Assurance Society of the United States believes that 
all the companies should unite in stamping out this evil. Undoubtedly all 
reputable companies favor its elimination, but in some cases interest thus far 
‘has been passive rather than active. The Equitable Society believes also that 

the National Association of Life Underwriters, and every local association, 
should unite in this effort; and, finally, that all the public spirited agents of 
every company should combine to drive agents of this kind out of business. 


THE EQUITABLE LIFE ASSURANCE SOGIETY OF THE UNITED STATES 


393 SEVENTH AVENUE, NEW YORK 
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G. B. Moore Now a 
Guardian Life Manager 





OFFICES AT 342 MADISON AVE. 
An Oxford Graduate And Son Of Part- 


ner of South African “Diamond 
King”; His Career 





Godfrey B. Moore, well-known New 
York insurance man, who has a large 
circle of friends and who has been a 
consistent booster of the Life Under- 
writers’ Association of New York, has 
been made manager of the Guardian 
Life with offices in the Canadian Pacific 
Building at 342 Madison Avenue. 

Mr. Moore was born in London. His 
father was one time partner of the late 
Barney Barnato, South African “dia- 
mond king,” at the time that diamonds 
were first discovered in South Africa, 
when Kimberly, now world famous, was 
called “New Rush.” 

Godfrey Moore was educated at Uni- 
versity College School, London, and, 
was also graduated from Oxford. After 





GODFREY B. MOORE 


studying for medicine for some months, 
he decided on a financial career and 
became identified with a Stock Exchange 
firm which, along with twenty-two of 
the oldest concerns on the Exchange, 
went to the wall in the “Bottomley” 
crash of Christmas, 1900. Ten months 
later he came to New York where he 
entered the real estate business with 
J. C. Bennett & Co., then one of the 
leading West Side agents. 


His First Insurance Experience 


In September, 1903, Mr. Moore started 
in business for himself in Harlem as a 
real estate and insurance broker, but in 
1911, after going through four lean years 
subsequent to the Roosevelt Panic, he 
dropped real estate and started to de- 
velop a general insurance business. Four 
years later he met A. A. Harris, now 
manager of the Equitable “West Side” 
Agency, and at that time a member of 
the firm of Sohmer & Harris, Equitable 
general agents. Mr. Moore closed a 
contract with the Equitable and the 
first year qualified for the “Century 
Club.” Then he made the “Quarter Million 
Club” membership, since which his pro- 
duction has consistently averaged around 
the $500,000 mark. His biggest month 
was in June, 1920, when he paid for 
twenty-two cases, involving $257,000. 
His cases for some years past have 
averaged about $10,000 to $11,000. In 
1917, Mr. Moore became a member of 
the Life Underwriters Association of 
New York. Appointed on the Associa- 
tion’s Membership Committee in 1923, 
he has made an exceptionally fine record 

(Continued on page 6) 











“The Rate of 


Commission 


is not to be considered too seri- 
ously by an agent. The more it 
is considered, the less insurance 
this agent will sell. The product 
itself is what counts, and the 
lower the percentage of overhead 
to the insured the larger the sales. 
The product stands on its merits 
and the commissions therefore 
will take care of themselves on 
any policy which fits the individ- 
ual case. Different policies fit dif- 
ferent men and that is the job of 
the agent. He need not consider 
the commission in making any 


sale. He will not sell if he does.” 


The above is taken from a very 
recent letter written by a success- 


ful Prudential agent. 


The Prudential 


mista = Insurance Company of America 
Epwarp D. DurrieLp, President 


Home Office: Newark, New Jersey 


sTaencrn er! 
Commatran” 








Blind Agent Teaches 
Forty Others To Sell 


SEES GREAT FIELD FOR THEM 





Member of New York Life Leaders Club 
Trying to Show Possibilities in Sell- 
ing for the Blind 





Julius Jonas, a blind agent of the New 
York Life, connected with the 42nd Street 
branch, is instructing more than forty 
other blind persons in various parts of the 
country in the rudiments of life insurance 
selling so that they may be equipped to 
become agents. He is doing this work at 
a considerable sacrifice in time and ex- 
pense as a service to other blind persons. 
Most of this work is carried on by corre- 
spondence on a Braille typewriter which 
imprints the raised Braille characters. 

Mr. Jonas was a successful business man 
when somewhat over four years ago an 
accident deprived him of his sight. A 
later business venture failed and about 
two years ago it became necessary for him 
to get other means of livelihood and he 
decided to sell life insurance. He had to 
learn the business and to pay an attendant 
$100 a month to guide him around on his 
calls. He has been a distinct success, has 
qualified for the leaders’ club of the New 
York Life and was especially invited by 
the company to go to the summer conven- 
tion at Dixville Notch, N. H., this year, 
where he was one of the speakers at the 
gathering. 

Mr. Jonas’ object in conducting his corre- 
spondence instruction for blind persons in 
the principles of life insurance, in addition 
to his desire to be of real service to others 
similarly afflicted, is to call attention to 
the possibilities in salesmanship for the 
blind. If one man in his spare time can 
train half-a-hundred blind persons of both 
sexes as salesmen in a rather technical 
calling, he says, the government should 
take this activity up on a large scale so 
that the blind may find this new field and 
realize its possibilities. Mr. Tonas is doing 
the work as an example. He has letters 
from blind persons from all over the 
country who have heard of his personal 
success and his efforts to help others. 

W. G. Holmes, manager of the “Light 
House” for the blind on East 59th Street, 
is very enthusiastic about Mr. Jonas’ 
achievement and he frequently has him 
speak there. 


SHAPRO GETS BIGGER FIELD 





Both San Francisco and Oakland Offices 
Brought Under Man Who Made 
Hit at Convention 


The San Francisco and Oakland agen- 
cies of the Equitable Life Assurance So- 
ciety will be consolidated, and will be under 
the direction of Benjamin F. Shapro, but 
separate offices will be maintained as here- 
tofore, the San Francisco headquarters 
heing in the California Commercial Union 
Building, and the Oakland headquarters in 
the Easton Building. The combined or- 
ganizations will be known as the Northern 
California agency. 

Harold F. Casey has heen appointed 
special western representative for Group 
Insurance, with headquarters in the 
California Commercial Union Building, 
San Francisco. 

Mr. Shapro made a great hit at the 
recent convention at Los Angeles of the 
National Association of Life Under- 
writers. 


FRATERNAL RAISES LIMIT 


At the recent convention of the Western 
Catholic Union it was decided to raise the 
maximum individual certificates from 
$3,000 to $10,000. The order may also 
issue a term certificate to any man or 
woman to age 65 or over. 


NEW ASSISTANT SECRETARY 

Frederick J. Williams, superintendent 
of agencies of the Canadian territory of 
the Metropolitan Life, has been ap- 


pointed an assistant secretary of the 
company. 











Page 4 





January 2, 1925 








Charles G. Taylor, Jr., 
With Life Presidents 


ACTUARY, ASSISTANT MANAGER 


Vice-President and Actuary of Atlantic 
Life of Richmond One of Best 
Known Men in Business 
Charles G. Taylor, Jr., vice-president 
and actuary of the Atlantic Life of Rich- 
mond, has been elected actuary and 
assistant manager of the Association of 
Life Insurance Presidents, according to 


an announcement made this week by 
Manager George ‘T. Wight. This is a 


new office in the association. 

Mr. Taylor will assume his new duties 
the latter part of January, the exact 
time depending upon when he can be 
released from his present official duties 
as vice-president and actuary of the 
Atlantic Life of Richmond. 

Mr. Taylor comes to the Association 
of Life Insurance Presidents with a 
background of twenty years’ active ex- 
perience in life insurance business. Born 
in Petersburg, Va., on May 24, 1883, he 
attended private school there and fin- 








CHARLES G. TAYLOR, Jr. 


ished in the public schools of Richmond, 
Va. His business career began as a 
stenographer in the Richmond office of 
the Fidelity & Casualty Company. 

He entered the life insurance field 
shortly thereafter, when he became con- 
nected with the Richmond office of the 


Mutual Life of New York. In 1906, he 
became the actuary of the Insurance 
Department of Virginia under Col. 


Joseph Button. During his incumbency 
there he was a member of the committee 
on Blanks of the National Convention 
of Insurance Commissioners. 

On September 1, 1908, Mr. Taylor be- 
came secretary and actuary of the South 
Atlantic Life, which later changed its 
name to the Atlantic Life Insurance 
Company. He has been with that cor- 
poration ever since, having become its 
vice-president and actuary on April 1, 
1914. He became a director of the com- 
pany in 1913 and at the time of his 
resignation, to accept the position with 
the Association, he was also a member 
of the finance, agency and executive 
committees of the company. 

Mr. Taylor is one of the best known 
life insurance men in the country and 
has always been strongly identified 
with cooperative movements for the 
benefit of the institution of life insur- 
ance as a whole. He was elected presi- 
dent of the American Life Convention 
in 1920, was on its executive committee 
for many years and is now chairman 
of its special taxation committee. He 
is also a member of the executive com- 
mittee of the Life Insurance Sales Re- 
search Bureau and was at one time a 
membes ef the executive committee of 
Lift, Agency Officers’ Association. He 











tions in Greater New York. 


HARRY GARDINER, General 
Life Ins. Co., 220 Broadway, 
Cortlandt 6030-6031. 








OPENING FOR SUPERVISORS 


=xperienced Life Insurance man to assist in training 
Agents and possessing knowledge of Brokerage connec- 


See 


Agent, John Hancock Mutual 
New York, N. Y. Telephone 














was formerly chairman of the Confer- 
ence of Southern Life Insurance Com- 
panies and for some time has been 
chairman of the legislative committee 
of the Richmond Underwriters Associa- 
tion. 

Mr. Taylor has long been a_ public- 
spirited citizen of Richmond. For over 
twenty years a director of the Y. M. 
C. A., he is now its third vice-president 
and is also vice-president of the Rich- 
mond Rotary Club. He was president 
of the Hermitage Country Club for sev- 
eral years and is still a director of that 
organization. He is a director and 
member of the Trust Committee of the 
First National Bank of Richmond, the 
largest bank in that city. Mr. Taylor 
is a deacon of the Ginter Park Presby- 
terian Church. 


EXTENDS FACILITIES 


The Aetna Affiliated companies has 
equipped the Worcester, (Mass.), branch 
office of the company to handle acci- 
dent and health, life certificate, and non- 
cancellable business. The Worcester 
branch is a sub-office of the Boston 
branch office, of which A. W. Burke 
is general agent, and the development of 
accident and health lines in the territory 
assigned to Worcester will be handled 
through Mr. Burke’s office. 


CHANGE AT WEST VIRGINIA 





J. O. Jennings of Charleston Made Gen- 
eral Agent For George Washington 
Life of That City 


J. O. Jennings of Masonic Temple, 
Charleston, West Virginia, has been ap- 
pointed by the George Washington Life 
as a general agent at Charleston, West 
Virginia, reporting direct to the home 
office of the company in that city. Mr. 
Jennings has had long experience in life 
insurance work, been for many 
years superintendent for the Prudential in 
West Virginia and later general agent for 
the Equitable of Iowa. He is a good 
personal producer, an organizer and a man 
of considerable ability and energy, with 
a wide acquaintance. 


having 


TWO NEW OFFICES 


The Prudential Insurance Company has 
opened a new district in Camden, N. J., 
with Charles H. Gandar in charge of 
the superintendency. He has been with 
the company since 1909. 

The company has also opened a new 
office in Wilkes-Barre, with George 
Egan as manager. He has been with 
the company since 1905. 





A Quarter of 





Of the latest step- 


Company.” 


PHOENIX 


HOME OFFICE 
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Double the Business 


with less than 


LURING the ten-year period in 
which this has been accomplished 

important developments have taken 

place in our sales organization. - 


National Advertising 


a publicity man in an agency that 
does not handle our account says: 


“‘T must say there is not in my whole experi- 
ence a campaign based on so fundamental a 
need produced for such an inspiring purpose 
and backed by the firm loyalty and belief of 
any group of salesmen as is the present cam- 
paign of the Phoenix Mutual Life Insurance 


LIFE INSURANCE COMPANY 





First policy Ean issued 1851 
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the Salesmen 
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HARTFORD CONN. 
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MACLEAN LEAVES COLUMBIA 


Ran Life Insurance Class There For 
Four Years; Valentine Howel 
Succeeds Him 

About four years ago Joseph B. Mac 
Lean, associate actuary of the Mutual 
Life, started a class in the principles of 
life insurance at Columbia University. 
This class, beginning with a handful, has 
grown until at the present time the num- 
ber is 70. Its members have largely 
been recruited from the ranks of home 
office employes, and the Metropolitan 
Life has always had a good representa- 
tion. It will be a source of regret to 
men in many life insurance offices that 
Mr. MacLean has decided to give up 
this work. A good man, however, has 
been found to succeed him in Mr. 
Valentine Howell, associate actuary of 
the Guardian Life. 

Mr. MacLean, by the way, is the 
author of a book published by Mc- 
Graw-Hill Company called “Life Insur- 
ance,” which, while it has not been out 
very long, already has a sale of 1600 
copies and has been bought in bulk 
quantity by some of the life insurance 
companies. 








OHIO NATIONAL LIFE JOINS 





Cincinnati Company Elected to Member- 
ship In Association of Life 
Insurance Presidents 


The Ohio National Life Insurance Co. 
of Cincinnati, Ohio, has been elected to 
membership in the Association of Life 
Insurance Presidents, this being the 
fifty-sixth member of the Association. 
Forty-seven members are domiciled in 
the United States and nine in Canada. 

The Ohio National Life Insurance 
Company was organized in 1909 and 
began business the following year. Its 
president is T. W. Appleby. Its admit- 
ted assets as of December 31, 1923, were 
$4,699,000 and its insurance in force at 
that date amounted to $44,200,000. 





ACQUIRE SERVICE COMPANY 


Frank W. Pearson Succeeds H. G. and 

H. C. Shimp in Control; Chicago 

Concern to Expand Its Work 

The International Insurance Service Co. 
of Chicago, formerly controlled by Herbert 
G. and Henry C. Shimp, has been acquired 
by Frank W. Pearson, vice-president of the 
concern and a number of his associates. 
The Shimps have resigned as trustees and 
officers of the company and are no longer 
connected with it. M. G. Wood is secre- 
tary. 

The company’s chief work will continue 
to be along rerating lines, although plans 
for expanding its service are being for: 
mulated. 








USING NOVEL AD FEATURES 





Ives & Myrick Featuring New Policies 
for Minors in Their Newspaper 
Advertising 


Tves & Myrick, managers for the Mutual 
Life of New York, are featuring in cur- 
rent advertising insurance on minors as 
young as ten years old. They report a 
popular demand for this insurance, which 
is issued on any plan except term, espe- 
cially where parents desire to create a 
fund for a college education for their 
children. Their most successful advertise- 
ment in the daily newspapers is as fol- 
lows: “Boy of ten has new possibilities. 
In reducing its age limit to ten, the Mutual 
Life has opened a new fied for its service. 
These policies will encourage children as 
well as parents in the habit of systematic 
saving and protect the parents at the same 
time. When the children have grown into 
men and women of responsibility they have 
a well-established policy, with a substantial 
reserve, at a low rate.” 
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Connecticut General’s 
Extensive Changes 


LIBERALIZE FORMS AND RATES 





Non-Participating Rates Among Low- 
est; Wide Selection Offered in 
Disability Coverage 





The Connecticut General Life an- 
nounces extensive changes in its non- 
participating rates, an increase in its 
dividend schedule and a liberalization of 
many of its policy contracts. The 
changes in non-participating rates and 
policy contracts become effective im- 
mediately. The increase in dividend 
schedule becomes effective June 1, 1925. 

When the rates for all plans and ages 
are considered the company’s new 
premium schedule is probably one of the 
lowest quoted by any company. 


Wide Disability Selection 


The company is unique in its wide 
variety of disability plans. Life insur- 
ance is sold without disability or with 
any one of three different disability 
benefits. Under all the three disability 
provisions benefits become available if 
disability occurs before age 60 and under 
their insurance to age 65 income con- 
tracts, the coverage is continued to age 
65. If disability begins before age 60 
and continues after the limiting age dis- 
ability benefits remain operative until 
the insured either dies or recovers. 

Disability Plan 1 provides an income 
of $5.00 per month for each $1,000 of in- 
surance beginning to accrue immediately 
if disability is presumably permanent, 
and at the end of six months in any 
event, the payments continuing as long 
as disability lasts. Premiums are waived 
after six months. 

Disability Plan 2 provides an income 
of $10.00 per month for each $1,000 of 
insurance beginning to accrue immedi- 
ately if disability is presumably perma- 
nent, and at the end of three months in 
any event, payments continuing as long 
as disability lasts. Premiums are waived 
after three months. 

Disability Plan 3 provides an income 
of $10.00 per month for each $1,000 of 
insurance beginning to accrue immedi- 
ately, if disability is presumably perma- 
nent, and at the end of two weeks in 
any event, payments continuing as long 
as disability lasts. Premiums are waived 
after three months. 

The disability plan 3 probably offers 
the most complete coverage of any dis- 
ability benefit incorporated in life con- 
tracts. It not only gives monthly in- 
come if disability is permanent, but pro- 
vides an income for every total disability 
which lasts more than two weeks. 

The Company has announced an in- 
crease in dividend schedule effective on 
the policy anniversary after June 1, 
1925. The average increase in dividends 
is approximately 18%. A schedule of 
dividends on the more popular plans is 
given elsewhere. 


Increases Scope of Income Policies 


During the past few years the com- 
pany has been steadily extending its 
list of Insurance-Income policies and 
now publishes rates for such contracts 
to mature at ages 55, 60, 65, 70 and 75, 
the policy being paid for, either by an- 
nual payments to maturity or over a 
Period of 20 years. These contracts pro- 
vide insurance to a specified age at 
which time the policy-holder may ob- 
tain a cash payment varying from $1,000 








WHAT WOODS AGENCY WROTE 


The Edward A. Woods agency of the 
Equitable Life at Pittsburgh paid for last 
year $48,100,000. In 1923 the agency paid 
for $41,200,000. 





KINGSLEY’S DAUGHTER DIES 
The only daughter of William H. 
Kingsley, vice-president of the Penn 
Mutual Life died on Monday of this 
week. She is survived by her husband 
and two small children. 








WE'RE FACING THE PROBLEM 


of finding the man who can qualify as AGENCY MANAGER 
in the CINCINNATI territory for an “Old Line” Eastern Life 
Insurance Company. The Company now has no active agency 


in CINCINNATI. 


Their liberal AGENCY MANAGER'S contract will enable him 
to quickly build an agency organization and a large renewal 


account. 


If you are capable of taking advantage of this real opportunity, 
your letter will be held in confidence and an interview arranged. 


Address “January,” The Eastern Underwriter 


86 Fulton Street 


New York, N. Y. 








to $1,600 for each $1,000 of insurance, 
the amount of cash payment being de- 
pendent upon the age of the insured at 


maturity and the sex. 


In lieu of the 


cash payment the policy-holder may ob- 
tain a life income of $10 per month as 


long as he or she lives. 


In the event of 


the death of the insured before receiving 
at least $1,000 the income will be con- 


tinued to 
amount has been paid. 


until that 
When this policy 


the beneficiary 


is issued with disability plan 3 benefits 


it 


provides a 


well rounded complete 


coverage. 


Ordinary Life. $1000 
Issued after June 1, 1919 


Plan1 
Annual Cash Dividends at End of Year 
Age Premium 1 3 5 10 

16.18 1.60 1.75 1.93 2.41 
18.12 1.96 2.16 2.37 2.97 
20.63 2.44 2.69 2.95 3.69 
23.89 2.66 2.97 3.31 4.24 
28.20 2.81 J5.2l 3.63 4.82 
34.02 3.05 KAA. 4.10 5.62 
43.04 4.34 5.00 5.70 


7.58 





55 55.60 6.37 7.20 8.09 10.38 
60 = *71.31 8.88 989 10.90 13.46 
*Plan 0 at Age 60. 
Life 20 Payments. $1000 
20 25.85 3.73 4.07 4.44 5.51 
25 28.18 3.92 4.31 4.72 5.92 
30 31.00 4.17 4.60 5.08 6.42 
35 34.50 4.50 5.00 5.54 7.06 
40 38.89 4.95 5.52 6.14 7.90 
45 44.58 5.59 6.26 6.98 901 
50 52.19 6.55 7.34 8.20 10.19 
55 62.63 7.97 8.91 9.90 12 49 
60 = *75.35 940 1047 11.56 14.32 
*Plan 0 at Age 60. 
Endowment 20 Years. $1000 

20 46.76 3.95 4.76 5.64 8.15 
25 47.28 4.12 4.93 5.81 8.32 
30 48.02 4.35 5.16 6.05 8.57 
35 49.13 4.65 5.47 6.36 8.89 
40 50.89 5.08 5.92 6.82 9.38 
45 53.79 5.69 6.56 7.49 10.13 
50 58.68 6.61 7.54 8.54 11.24 
55 66.66 7.99 903 10.09 12.90 
60 *77.42 917 10.29 11.41 1428 


*Plan 0 at Age 60. 
(Continued on page 13) 





Connecticut General News 


Hartford, Conn. 





Rate Reductions 
Other Changes 


On January 1, 1925, a reduction 
in our non-participating rates goes 
into effect, making our premium 
schedule the lowest used by any 
American Life Insurance Company. 


An increased dividend schedule on 
participating policies takes effect 


June 1, 1925. 


Our disability protection, already 
the most liberal and varied to be 
obtained anywhere, has been ren- 
dered even more desirable by a re- 
duction of the rates and an increase 


in the benefits. 








Hart & Eubank Lead 
With $42,262,000 


HOW GENERAL AGENTS RANK 





Aetna Life Managers Set Fast Pace in 
Four Months; C. B. Knight, Ives & 
Myrick and L. A. Cerf Next 





General agents and managers in New 
York report a fine business for 1924 
with only a scattered few under their 
production figures for 1923. The palm 
tor the greatest amount of increase for 
the year goes to Hart & Eubank, who 
were appointed managers of the Aetna 
Life for New York in September. Since 
their arrival, although both were stran- 
gers to New York, having come from 
the Middlewest, they have paid for over 
$18,000,000. The total for the agency 
for the full year is $42,262,000 as com- 
pared with $23,717,081 for the agency 
last year under Mowry & Reinmund. 
‘This is an 80 pe- cent increase, the en- 
tire increase having been achieved since 
Hart and Eubank took hold of the 
Aetna Life office. This is the sensation 
for the year in local life underwriters 
circles. The $40,000,000 mark is crossed 
for the first time by a New York agency. 

‘tke Charles B. Knight agency of the 
Union Central Life, which led iast year, 
is put in second place this year by the 
Hart & Euban'‘: achievement, although 
the Knight agency paid for $28,000,000, 
which is an increase of $3,000,000 over 
1923 for the agency. 

lves & Myrick, Mutual Life, are in 
third place with over $30,000,000. Last 
year this office was in second place. 

Louis A. Cerf, Mutual Benefit, paid 
for $29,000,000 which is a gain of about 
a million and a quarter over 1923. 

Charles Jerome Edwards, Equitable, 
paid for something over $25,000,000 as 
against nearly $23,000,000 the previous 
year. 

Among other offices in the $20,000,000 
class are Charles Kederick, New York 
Life, paying for $21,500,000 and Goulden, 
Cook and Gudeon, Connecticut General, 
with over $21,000,000. 

In percentage of gain the agency of 
Louis Reichert & Co., Travelers, prob- 
ably takes first place with an increase of 
115%. Last year the agency paid for 
$7,000,000 while in 1923 the paid for was 
$3,000,000. As a general agency the of- 
fice is only about a year and a half old. 

In comparing these figures it should 
be borne in mind that they are not strict- 
ly comparable. Some of the general 
agencies in New York have the entire 
Greater New York territory, while on 
the other hand a number of companies 
have many offices here, the New York 
Life for example having about two 
dozen separate agencies and the Trav- 
elers and Mutual Life each having sev- 
eral. 

The following list is not complete as 
there are a number of general agencies 
whose figures were not obtainable: 


Hart & Eubank, Aetna Life. .$42,262,000 


C. B. Knight, Union Central.. 38,000,000 
Ives & Myrick, Mutual Life... 30,000,000 
L. A. Cerf, Mutual Benefit.... 29,000,000 
C. J. Edwards, Equitable..... 25,000,000 


Charles Kederick, N. Y. Life.. 21,500,000 


Goulden, Cook & Gudeon, 
Connecticut General ....... 21,000,000 
J. Elliott Hall, Penn Mutual.. 18,200,000 
C. A. Foehl, Prudential....... 17,000,000 
Herman Robinson, Travelers. 17,000,000 
P. M. Fraser, Conn. Mutual... 15,000,000 
Johnston & Collins, Travelers. 14,500,000 
A. Hollander, Equitable...... 12,000,000 
Perez F. Huff, Travelers..... 11,500,000 
Prosser & Homans, Equitable. 11,000,000 
I. A. Lewis, Equitable......... ,000,000 
E. W. Allen, New England... 7,600,000 
Louis Reichert, Travelers.... 7,000,000 


W. F. Atkinson, N’thwestern. 6,000,000 


Sisley & Brinkerhoff, Travelers 5,562,696 
Harry Gardiner, John Hanc’k. 5,302,500 
J. M. Riehle, Equitable...... ,000,000 


F. A. Wallis, Fidelity Mutual. 5 
H. F. Gray, Conn. Mutual.... 4, 
Fred Doremus, Guardian Life 4,000, 
R. L. Jones, State Mutual.... 2 
R. Simons, Home Life........ 
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Aetna Life Makes 
Change at St. Louis 


ARTHUR L. McKNIGHT, MANAGER 





Former Manager at El Paso Succeeds 
Estes & Fiske; One Time Cowboy 
Success As Producer 
Agency Secretary K. A. Luther of the 
Aetna Life, announces the appointment of 
Arthur L. McKnight as manager of the 
St. Louis, Mo., general agency. He will 
succeed John W. Estes and Jay Alan Fiske, 

resigned. 

Mr. McKnight, who goes to St. Louis 
from El Paso, Texas, where he has been 
manager of the Aetna Life agency for 
about ten years, is a native of Texas and 
a former cowboy. When about twelve 
years of age he went with his parents to 
live in Amarillo, and for the next several 
years his time was devoted to the activities 
of a cattle ranch. 

Some time later he found work in a 
general store, and it was there that he 
first entertained the idea of becoming a 
life insurance salesman. His first con- 
nection was with the New York Life, 
which he represented in Amarillo with 
George S. Williams, who later was ap- 
pointed with him as a general agent of 
the Aetna Life. 

Under the firm name of McKnight and 
Williams, they represented the New York 
Life for about two years, and then took 
the agency of the Northwestern Mutual 
Life, which they continued for eighteen 
months, or until the company withdrew 
from Texas because of the provisions of 
the Robertson Law. At that time it was 
not definitely known that any of the east- 
ern insurance companies would remain in 
Texas, there, Mr. McKnight and Mr. Wil 
liams decided to represent the Pacific Mu 
tual Life. A few months later they 
learned that the Aetna had decided to con- 
tinue in Texas, and they immediately 
negotiated a contract to represent the firm 
of Farrell and Harris, of Dallas, in West 
Texas. This was in 1908. 

The following year the Aetna Life made 
arrangements to establish an agency in 
New Mexico, with McKnight and Williams 
as general agents. A short time later they 
also were given a separate contract for 
the Panhandle territory, becoming General 
Agents for west Texas and New Mexico. 

In 1912 the firm became McKnight and 
Seales, under which name it continued 
until dissolved in 1914, when the Amarillo 
agency was removed to El Paso with Mr. 
McKnight as manager. In connection with 
his decision to transfer to St. Louis, Mr. 
McKnight has announced that he will 
retain his interest in the El Paso agency 
for the time being. 














Publicity Man Wanted 


To edit a live house organ, tell the 
truth attractively, write letters with a oldest life insurance general agencies 
punch, lay out sales campaigns and do in New York City. Good salary to 
a miscellany of publicity work. Good the right man. 
opportunity for a young man of ideas 
and ambition to get a foothold with a 
large insurance company. 


WANTED 


an agency supervisor by one of the 


Address application with references 
in writing to: 


Box 1012 
The Eastern Underwriter 
86 Fulton Street 
New York, N. Y. 


SeJl yourself in your letter. Give full 
information as to who you are and what 
you have done. 


Address: Box 1014, 


The Eastern Underwriter 
86 Fulton Street New York, N. Y. 























THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 














in the recent election. He is interested 
also in Y. M. C. A. and other welfare 
work, and, as a member of the Mount 
Vernon General Committee on Play- 
grounds and Recreation Centres, he was 
active in obtaining a majority vote at 
a referendum held last Election Day in 
: s is favor of an appropriation for that pur- 
was carried, advocating the Mellon Tax pose. 


Moore General Agent 
(Continued from page 3) 


in number of applications for new mem- 
bers. At the April, 1924, meeting of the 
association, he moved a resolution, whicn 


Reduction Plan and calling on the Life gee ee 
GENERAL AGENT AT ROCHESTER 


V. H. Chasey Succeeds E. B. Nell As 
General Agent; Enlarge Scope of 
Office There 

O’Ryan, Changes in the Rochester, N. Y., general 
the agency of the Aetna Life, whereby Vernie 
I1. Chasey became general agent effective 
January 1, have been announced by Agency 
Secretary K. A. Luther. Mr. Chasey will 
succeed General Agent Edwin B. Nell, who 
retires because of continued ill-health. The 
new agent has served the Rochester branch 
in the capacity of assistant manager for 
several years, he having become associated 
the office in 1911. 


In addition to the life department, Mr. 


Underwriters of the nation to urge 
their policyholders to impress the bene- 
fits of the Plan on their Congressional 
representatives. At the behest of the 
association in support of the Mellon Tax 
General J. IF. 
Moore talked on 
radio on this subject on two occasions 
Reduction Week.”  Sub- 
sequently, Mr. Moore was the recipient 
of a personal letter of appreciation from 
Secretary Mellon and from C. Bascom 
Slemp on behalf of President Coolidge. 
Mr. Moore leaves the Equitable with 
its good wishes. He has a number of 
novel ideas in agency building and is 
emphatic in his belief that an agent. 
in order to achieve a real and permanent Chasey also will become general agent of 
must be trained to solicit only the accident and liability department of 
along scientific and professional lines. the company, having equal privileges with 
His library is replete with authoritative — the Rochester branch office, the Buffalo 
and up-to-date publications on life insur- branch office, and other agencies in the 
ance, taxation and allied subjects. He territory for the development of accident 
is a member of the Mt. Vernon Repub- and health, life certificate, and non-can- 
lican Club and did effective campaigning — cellable business. 





Reduction Plan, 
chairman, Mr. 


during “Tax 


success, 





The State Mutual, 


D. W. CARTER, Secretary 





STATE MUTUAL LIFE 
ASSURANCE COMPANY 


WORCESTER, MASSACHUSETTS 


Incorporated 1844 


guided by the principles of true 
mutuality, has, in accordance with its usual procedure, ex- 
tended to old policyholders the benefits of new and liberal 
policy features recently adopted. This practice, and the low 
net cost of the Company’s contracts (new dividend scale effec- 
tive Jan. 1, 1925), has established a membership of policy- 
holders who, with their beneficiaries, constantly prove of 
assistance to the field force by their willingness to co-operate 
in the extension of the Company’s service. 


STEPHEN IRELAND, Superintendent of Agencies 


1846 


The 


ness of life i insurance. 


Non-medical life 


B. H. WRIGHT, President 


HARTFORD 








education of the 
eminently as one of the lez ding factors in the busi- 


insurance 
general public benefit announced by 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Over 78 years old 


Many Companies 
Enter Wisconsin 


BUSINESS OF STATE FUND 





Record Number of Licenses Issued Last 
Year; What State Collected 


in Taxes 





The Wisconsin State Fund shows a 
gain of about sixty-one units in the fire 
insurance department and it has $37,- 
000,000 of tornado insurance. The State 
Fund was created in 1903 and in addition 
to covering all state property there are 
insured in it 100 county, city, village 
and town school districts. The business 
of the life fund has had small gains. 

Since the creation of the Department 
of Insurance in 1878, the year 1924 stands 
out when compared to any previous year 
in the number of companies licensed, 
the number of agents licensed, and the 
total receipts in taxes, of which approxi- 
mately $300,000 was in back taxes, and 
in the growth of the State Fire and 
Life Funds. 

The annual appropriation granted by 
the legislature for the expenses of con- 
ducting the Insurance Department is 
$52,300. Including the commissioner and 
his deputy, there is maintained out of 
this appropriation a force of twenty 
members, divided into branches—ac- 
tuarial, examining rating, statistical, li- 
censing, and general clerical—covering 
the field of fire, life, casualty and fra- 
ternal insurance. 

The receipts of the Insurance Depart- 
ment for the fiscal year ending June 30, 
1924, amounted to $2,096,831.86, which 
represents the iargest amount ever col!- 
lected by this department. The state 
tax collected amounted to $1,479,446.95, 
of which the life insurance companies 
paid $1,080,236.95, the casualty companies 
$215,754.06, the fire insurance companies 
$183,455.94, 

Included in the $369,863.64 fees col- 
lected is an amount of $3,036.82 examina- 
tion expense. This is the actual expense 
of the department in conducting ex- 
aminations of insurance companies dur- 
ing the year ending June 30, 1924. The 
remaining amount in this item is for 
agent’s licenses and other fees. The 
Fire Department dues are collected by 
the Commissioner and then paid to the 
cities, villages and towns entitled to 
them. 


NEW YORK LIFE MEETING 
At the annual meeting of the New 
York Life to be held January 5th, 
several new branch office appointments 
will be made. 


1925 


Education Never Ends 


agent stands out pre- 


Connecticut Mutual agents always have available 
educational facilities of a high character. 
inure benefits involving Company and _ policyholder. 


To them 


is the most recent 


CONN. 
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Rules for Writing 
Non-Medical Cases 


FRANKLIN LIFE REGULATIONS 





What Is Required of Agent in Com- 
pleting Medical Report; Limits 
of Age and Amount 





‘The Franklin Life of Springfield, Ill, 

which is one of the five companies that 
have recently started to issue insurance 
without medical examination, has issued 
to its field representatives the following 
instructions governing the acceptance of 
this business. 


Rules Without 


Governing Insurance 
Medical 

Applicants from 15 to 45 years of age 
inclusive are eligible. 

Amount of insurance to be not more 
than $2,000. An applicant upon whose life 
a policy for $2,000 has been issued without 
medical examination is not eligible to apply 
for additional insurance without medical 
examination until one full year from date 
of insurance of policy has elapsed. If, 
however, the first policy issued without 
medical examination is for an amount less 
than $2,000, an application for an addi- 
tional policy without examination to bring 
the total up to $2,000 will be considered at 
any time, but in such cases further addi- 
tional insurance without medical examina- 
tion may not be applied for until a full 
year from date of issuance of second 
policy. 

Application may be made for insurance 
on any regular plan excepting term insur- 
ance, 

Application may include disability and 
double indemnity benetits according to the 
company’s general rules applicable to these 
benefits. 

Applications for insurance of $2,000 or 
less without medical examinations must be 
made on special green tinted paper forms, 
both Part 1 and Part ll. ‘he usual white 
paper forms must not be used. If, how- 
ever, application is made for an alterna- 
tive policy for more than $2,000 or for 
an additional policy which would bring 
the total amount of insurance applied for 
to more than $2,000, then the usual white 
paper form Part | must be used and the 
usual white paper form Part 11 and medi- 
cal examination will be required. Appli- 
cants less than 15 or more than 45 years of 
age, nearest birthday, must apply for in- 
surance on the usual white paper form and 
are required to submit to the usual medical 
examination in all cases. 


Reserve Right to Examination 

The company reserves the rigit to re- 
quire, at its own discretion, a medical 
examination of any case. ‘Lhe agent, how- 
ever, is not permitted to have any medical 
examination made in connection with any 
application for $2,000 or less of insurance, 
excepting term insurance, on any life be- 
tween 15 and 45 years of age inclusive, 
until and unless he receives express in- 
structions to do so from the company. 

Insurance without medical examinations 
will be issued in all states except those 
which require medical examinations by 
law. In Georgia, Indiana, lowa, Miss- 
issippi, Nebraska, and Oklahoma, medical 
examinations are legally required. In these 
states the agent must himself fill out Part 
I and Part [1 of green forms referred to 
above, and in addition have a physician 
make a medical examination on form 589, 
“Medical Certificate of Health.” When 
form 589 is used in this connection urin- 
alysis and blood pressure reading will not 
be required. 

Inquiry tickets for the inspecting com- 
pany must be forwarded promptly in every 
case, 

All questions on both Part I and Part II 
of special green application forms for 
non-medical applications must be pro- 
pounded to the applicant by the agent and 
must be answered fully and completely by 
the applicant, or action on the application 
will be delayed until omissions and 
ambiguities are explained satisfactorily. 








Massachusetts Mutual. 


to any real worker in the field. 








A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 


MUTUAL 




















which 
Part IL must be 


Detailed instructions to the agent 
appear on the back of 
followed explicitly. 
Agents Eligibility 

In considering applications without medi- 
cal examination, the company necessarily 
relies upon the statements of the applicant 
and upon the faithfulness and discretion 
of the agent in recommending only first 
class risks. On the back of Part I space 
is provided for the findings of the agent’s 
own personal investigation of the moral 
and physical risk involved. Issuance of a 
policy depends in large measure upon the 
agent’s recommendation, and no effort 
should be spared to make the investigation 
complete and thorough. Agent’s report 
must be complete in all cases before 
application will be considered at the home 
office. 


An Honor Club has been created, the 
members of which are invested with 
authority to write applications without 


medical examinations. 
territorial 


General agents and 
supervisors are granted mem- 





. 

bership in the Honor Club by the com- 
pany. Agents and sub-agents are eligible 
to membership upon the recommendation 
of their respective general agents or super- 
visors. All membership privileges will 
continue so long as the duties involved in 
the submission of applications without 
medical examinations (or with short form 
medical certificate in states where required) 
are faithfully and conscientiously — per- 
formed. 


CHARLES E. ADY PASSES AWAY 

Charles I. Ady, sixty-two, former 
prominent insurance man, died last Sat- 
urday night at his home in Shenandoah, 
Ia. He had been in ill health since July. 
Hle was former president of the Life 
Underwriters’ Association of Nebraska, 
delegate of the National Life Under- 
writers’ convention several times. From 
1891 to 1916 he was connected with the 
National Life Insurance Co. of Vermont, 
being their general agent in Omaha, 
Nebraska, for more than twenty years. 








American Central Life 


Insurance Company 
INDIANAPOLIS 
Hateablished 1899 


All agency contracts direct with the company 


Address : 


HERBERT M. WOOLLEN, President 

















Pennsylvania 


VER forty per cent 


have matured. 


_— 








Provident Mutual 


Life Insurance Company of Philadelphia 





Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company to their friends. 


SPECIALLY valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 


Founded 1865 


the 


new business of the 














Manager Comments On 
“Modified Life” Form 


DEVELOPMENTS BENEFICIAL 





Commissioners Definitely Put Policy On 
Term Basis; Deter Similiar Con- 
tracts in Future 





Commenting on the story appearing 
in THE EasTeERN UNDERWRITER last week 
to the effect that in the opinion of many 
of the leading life underwriters in New 
York the publicity given to the so- 
called half-rate policy, now known as 
“modified life,” had effectively killed the 
advantage that those companies had had 
which had first put the policy out, one 
of the managers who had an active part 
in bringing the policy before the meet- 
ing of the Insurance Commissioners 
Convention at the Hotel Astor last 
month says that perhaps the most im- 
portant development of the whole con- 
troversy was the resolutions passed by 
the insurance commissioners. This reso- 
lution definitely takes the “modified life” 
policy out of the ordinary life class and 


stamps it officially, he says, as a form 
of term policy. 
“But equally important,” continued 


this manager, “is the action of the com- 
Iissioners in putting this policy on a 
term basis. The fact pointed out in your 
story, that the publicity has killed the 
advantage the two companies first issu- 
ing the policy had, because all other 
companies may meet the competition 
without having to duplicate the contract, 
will have another result. It is of the 
greatest importance to the soundness 
and integrity of the business that all 
those weak-kneed companies that were 
preparing to follow the example of the 
others and bring out this policy, have 
now abandoned the idea. We won't 
have this avalanche of ‘modified life’ 
policies. 

“Another important feature of the 
whole situation is its probable effect on 
the companies in the future. They will, 
in future, hesitate to disturb the morale 
of the business as this ‘half-rate’ effort 
has done, by putting out similar com- 
petitive policies rather than constructive 
ones. 

“The matter was very well put by Vice- 
President Frank H. Davis of the Equi- 
table Life Assurance Society, before 
the Association of Life Insurance Presi- 
dents at their meeting here. He said 
that the greatest problem of the future 
was not so much to improve our product, 
but to give wider distribution to a pro- 
duct already sufficiently perfected to 
efficiently serve human needs.” 





STARTS NON-MEDICAL PLAN 





Vice-President W. C. Johnson of Mass- 
achusetts Protective Life Begins Op- 
erations On That Basis 
The Massachusetts Protective Life 
Assurance Co. of Worcester, is unique 
in that it is the first company in this 
country to start writing business on the 
non-medical plan. William C. Johnson, 
organizer and vice-president of the 
Massachusetts Protective Life, has long 
been an advocate of writing life insur- 
ance on the co-called non-medical plan 
and has studied the experience of the 
Canadian and British companies for 

years. 

In written statements on the subject 
in recent months, Mr.. Johnson has pre- 
dicted that American companies would 
soon follow the example of the Canad- 
ian companies in this practice. 

The Massachusetts Protective Life 
started writing business July 1, 1924. The 
company is now authorized in forty-five 
separate jurisdictions and is writing 
business actively through representa- 
tives that are being appoined as the ter- 
ritory is being opened up. The business 
written up to December amounted to 
about $3,000,000 about $2,000,000 of which 
was for policies of $2,000 or less on the 
non-medical or selective risk plan.* 
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Blood Pressure Probe 


(Continued from page 1) 


= 


and a changing interpretation of contracts 
toward liberal. 


The Committee 


The committee of seven of the Ac- 
tuarial Society now at work on disability 
includes Messrs. of the Prudential; 
Henderson, Equitable; Hutcheson, Mutual 
Life; Moir, United States Life; Wood, 
Canada Life; Phillips, Minnesota Mutual ; 
Cammack, Aetna; Chairman Hunter and 
President Wood of the Actuarial Society 
of America, ex-officio member. 

The disability benefit information which 
the Actuarial Society’s committee will ob- 
tain is that up to December 3, 1924. In 
view of the fact that disability claims often 
are not made until months after the dis- 
ability period, the committee will ascertain 
data about claims filed in six months after 
December 31, 1923, and on that basis will 
estimate the claims which will be filed for 
the six months following December 31, 
1924. 

Despite the 
ability benefits 
there is a 


Gore 


growing popularity of dis- 
and their widespread use, 
great variety of clauses and 
forms as well as in interpretation. Cer- 
tain companies have been so liberal in the 
interpretation of these clauses that there 
has been complaint from some sources. 
Other companies have been accused of 
being too technical, of standing too strictly 
on the letter of the contract. The in- 
surance commissioners are watching dis- 
ability investigation and one state, Wiscon- 
in, has had the subject under review and 
a disability report was presented to the 
last convention of the commisisoners by 
Commissioner Smith of that state. At 
the convention of the commissioners, Mr. 
Ilunter explained in part points about the 
present disability investigation of the ac- 
tuaries, and the attitude of the commission- 
ers is to await the findings of the actuaries 
before taking any action of their own. 


ENLARGE LOS ANGELES FIELD 


Equitable Life Appoints Second Agency; 
Kellogg Van Winkle to Develop 
Southern California Territory 
of New York has 
agency in Los 
Angeles, Cal., under the 
Kellogg Van Winkle, 
branch of the 


The Equitable Life 
appointed a_ second 
direction of 
as a home office 
company. The present 
agency, managed by George A. Rath 
bun, will have jurisdiction only in the 
city of Los Angeles under the new ar- 
rangement, while the new branch office 
will have entire charge of the Southern 
California territory, outside of Los 
Angeles. 

This division of the field is made to 
enable Mr. Rathbun to concentrate on 
business in the city. 





BRAGG ADDRESSES AGENTS 
Agency Instructor Tells Buffalo Life 
Underwriters’ Methods Of Over- 
coming Obstacles In Selling 





James E. Bragg, agency instructor of 
the C. B. Knight Agency, of the Union 
Central Life, New York City, was a 
speaker at the last meeting of the Buf- 
falo Life Underwriters, Inc. Mr. Bragg 
told the Buffalo agents many of the 
methods he has evolved of overcoming 
obstacles encountered in selling. His 
work during the summer school in Buf- 
falo this year made him a_ popular 
speaker and the meeting was one of the 
best attended of the year. 

New members admitted were Earl A. 
McCreery, George W. Hoffman, Ham- 
ilton Barton, Travelers Insurance Com- 
pany; Arthur L. Beck, Guardian; C. B. 
Phillips, Connecticut General and J. J 
Gundlach, Prudential. 

Mr. Gundlach is a new Prudential 
superintendent in charge of the com- 
pany’s fourth office in Buffalo. He has 
been connected with the company fif- 
teen years, the last ten of which he has 
been assistant superintendent under 
William H. Joyce. 


ATLANTIC LIFE CHANGES 





Participating Rates Redeved and New 
Policies Issued; Also Increases 
Interest Rate 
Effective January 1 the Atlantic Life 
a new rate book embodying a 
participating 
endowment rates (except endowments at 
Term rates have 


issued 


number of changes. All 


65) have been reduced. 
i. s 
been materially cut. 
A child’s educational endowment has 


been adopted. A new monthly income 
to insured at age 65 is being offered, 
participating and non-participating, con- 
tinuous premiums and twenty-payment. 
Interest rate on dividends left to ac 
cumulate has been increased to 5 per 
cent. Semi-annual and quarterly 
premiums on all policy forms have been 
reduced. 


NO SUCCESSOR TO TAYLOR 


The Atlantic Life may not name a 
successor to Charles G. Taydor, Jr.. who 
has resigned as vice-president and 
actuary of the company to accept the 
post of assistant manager and actuary 
of the Association of Life Insurance 
Presidents. 

It is understood that plans are 
consideration to reorganize the work of 
his office with a view of having it ap 
portioned among others in the home 
office. A decision in this connection is 
expected to be reached before Mr. 
Taylor enters actively upon his new 
duties in New York the latter part ol 
this month. 


under 


HOME LIFE ‘CONFERENCE PLAN 


In a letter 
Life agency 


being sent out to Home 

association members, 
Russell M. Simons, chairman of the 
programme committee for the forth 
coming Home Life Conference on Janu 
ary 13 and 14 in New York advises them 
to submit agency problems and 1925 
plans for discussion. Mr. Simons is 


planning a departure from the usual 
formal conference by having a “Round 
the table conference” where everyone 
will have an opportunity to present 


those things which have help him to be 
successful, those things which have 
hindered, and those things regarding 
which he needs definite help. 

Charles B. eee: general agent 
at Richmond for the Massachusetts 
Mutual, has been appointed state chair- 
man of the Thomas Jefferson Memorial 
Foundation by Governor Trinkle. In 
that capacity he will direct a drive in 
Virginia for funds for the purchase of 
Monticello, home of Jefferson, which is 
to be converted into a national shrine. 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during 

the year 1923 .............. 97,686,855 
Payments te Pelicyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, ete...... 5,871,544 
Increase in Assets.......... 2,401,507 
Actual Mortality 56% of the 

amount expected. 
Insurance im Foree.......... 247,373,210 
Admitted Assets .......... 48,655,222 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 
Superintendent of Agents 





256 Broadway New Yerk 











































LIFE 


Increase 


Your Sales 
and Profits 


Investigation will prove to you that 
Accident Insurance is for the sales- 
man what the storekeeper would call 
a quick turnover article. It sells quick- 
ly and the sales resistance is usually 
low. The business renews readily and 
pays the same renewal as initial com- 
mission. 


Accident Insurance is an 
Interview-getter: 


More Business—that’s 
what you want 


If your company does not handle Accident 
Insurance, write us for complete information. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 









Everyone needs it. 

Everyone can afford it. 
Everyone is heir to accidental 
injury. 


Everyone knows accidents are on 
the increase. 


Our standard and special contracts 
will convince you that the answer 
to your problem is found in: The 
writing of Accident Insurance. 













M. E. SINGLETON, President 
HOME OFFICE, ST. LOUIS 


ACCIDENT — HEALTH — 





GROUP 















NU ——— 


THE EASTERN 


t— fe i a Pama 8 






































sez UNDERWRITER 7 ' 
January 2, 1925 Se v7 Page 9 ' 
. . 4.86 5.09 5.34 28 45.19 6.20 6.55 6.90 UTUAL LIFE’S NEW DIVIDENDS 
The Prudential’s 3 30.98 4.93 5.17 5.42 29 45.32 6.25 6.60 6.94 M 
—* 34 31.65 5,01 5.26 5.51 30 45.46 6.29 6.64 6.99 Ov 
1925 Dividend Seale 3% — x36 5.09 5.34 560 3h 45.62 6.33 6.68 7.04 Scale for 1925 Shows Increase Over Last 
36 33.10 5.17 5.42 5.69 32 45.80 6.36 6.72 7.08 Year; Payments Advanced for 
a 2 ts i om RB Be eg ee iB Several Years 
38 34.69 5.32 a \ \ " \ Z 
MARKS BIGGEST DISTRIBUTION 39 35.55 5.40 5.67 5.95 35 46.42 6.46 6.82 7.20 The Mutual Life dividend scale for 
Po Pog a os re 9 pres 6-3 hr a 1925, which has just been issued, shows 
i ivi 37. 5.56 5.85 6.13 . , \ a a5 =. . 
— - 7 ern neg 22 3639 5.64 5.94 6.23 38 47.25 6.56 6.93 7.31 an increase over that for 1924 and marks 
g ee .* 43 39.44 5.73 6.03 6.32 39 47.59 6.60 6.96 7.34 another annual increase to a succession 
Were New High Record 40.55 5.82 6.13 6.42 40 47.97 6.63 7.00 7.38 , 
2 41.72 5.91 6.23 6.53 41 48.38 6.66 7.04 7.42 Over the past several years. An illustra- 
President Edward D. Duffield of The 46 42.97 601 633 + s Pe 6x 12 1“ = of the new scale at selected ages fol- 
Prudential has notified the representa- a = 6.23 6.56 6.39 44 49.94 6.78 7.16 755 ‘OWS: 
tives of the company that in 1925 The 49 47.19 6.35 6.69 7.02 < aS 6.83 7.21 7-50 Ordinary Life 
Prudential will pay special dividends on = $3 re oa ig a7 3208 as oa oe tees 
a higher scale than ever before allowed 52 52-7 677 7:13 7°49 48 52.96 7.03 741 781 Year Age 30 35 40 45 
by the company. The 1924 dividends 53 54.19 6.93 7.30 7.68 49 53.93 7.11 7.50 |. ja fs $5.71 $646 $745 $8.76 
were in excess of those of 1923 and the =o — io Le 4 oo es 7 hr a... 6e 7.39 8.49 9.94 
new dividends are still higher. Part of 56 60.81 7°53 7:93 8.35 52 57.52 7.44 7.84 SH SNiiecscs 0.80 7.73 8.96 10.55 
the new scale is given below. 87 63.33 778 a9 oo 53 aS = Ly - 1Uth..... 7.53 871 10.24 = 12.17 
oan eee — sang - boon 39 68.96 8.33 876 9.23 35 62.32 7. 94 8.36 B82 ps ae 8.40 9.84 ants 13.86 
std Par : a tend Ss fa 8.98 9.44 994 57 66.39 8.41 8.85 9.33 220 Payment Life 
tioned dividends on industrial business 61 . ; 
which are payable in several forms, 62 79.12 aH aa oa Ps oa 7 a = Istivcsccs $697 2 - $8.64 = 
i iti = a ; ; : 63. 8.13 BY 998 Ll. 
ther as permanent paid-up additions, ¥ 10.12 10.65 11.21 60 74.09 9.28 9.78 10.29 eeeee ] 
dividends is be tia to y Accs of 63 31.90 10.55 11.10 11.68 61 77.16 9.61 10.13 | ee 8.73 9.04 10.78 12.24 
premiums, additional benefits on policies 66 96.86 11.00 11.58 12.18 e bree: an = ne 1Uth..... 145 lov 1301 1474 
4 are 5 . . ld 5 i) « S 
becoming claims or as cash oo 20-Year Endowment 64 88.22 10.67 11.2 1181 15th..... 1252 613.94 1501 17.00 
The issues of all years prior to 1921 wil Age — 6 0: : 2. 20 Veer EBadooment 
participate in the dividends in some form Pr ebaran Premium tore ot eee a 66 97.40 11.37 11.98 12,59 ee $8.10 $8.67 $9.43 $10.45 
or other, _ haat a F 15 $44.08 $5.84 $6.17 $6.51 TENNYSON’S NEW POST Sd... .. 00. 975 W354 i112 = 12.18 
Commenting on it ae age — ber 16 44.14 5.84 67 651 Ww Tessin fabeet aasitians  Slscaes. 10.89 11.49 12.29 13.38 
ya —— Toathell a bd 44.26 586 6.19 6.53 superintendent of agencies of the Mutual pon teeee 14.15 pei ae — 
epartment, * res one 19 44.33 5.87 6.20 6.54 Benefit, has been made manager in In- Jsth..... 18.09 wf ~ f 
“These dividends show that the surplus » 44.40 5.87 6.20 6.54 dianapolis for the company. He has been 
a, S. the ee eis pagers 22 «44.56 3.04 6.27 6.62 tamporasy general agent / Denver. MORE ABOUT THE ABSTRACTOR 
year o are being . 23 44.65 5.97 6.31 6.66 . Lawrence oate, of the Chicago 
policyholders. The total allotment here- - pore ‘= 6.35 670 agency of the Mutual Benefit, has been D. G, C. Sinclair Says Insurance Sales- 
under amounts to $26,800,000, and is the % 44.95 611 6.45 680 appointed general agent for Washington, man Who Uses Ability to Twist 
greatest sum ever distributed _ divi- y 45.06 6.16 6.50 css DC. Gets Mowhees te Ball 
sage | spn osc npn od -— b. G. C. Sinclair, manager for the 
by any Industrial insurance company. OVC To OV AN Gi ac Yoke Soh. Yoke Y lek oly ae Metropolitan Lite in New York, makes the 
pnmuat pivigigle Life sooo SE whe DAES MOI AGO ICIP) CIE SDC IL eS ; 
nn ividen o per 














following comments in connection with the 


Age question, previously answered by a num- 
When Premium Issue of Issue of Issue of ber ot general agents and managers in ‘1 HE 
Insured 1923 1922 1921 EASTERN UNDEKWRITER, “What should be 
DIVIDEND the attitude of a business man when a 
15 $1476 eg “e or salesman he never saw beiore, but with a 
16 15s : : 7 ° ° fine personality and very good at figures 
: 3.39 3.52 d P d C li per y y goo gures, 
is inet 332 3.44 3.56 Uncle Sam an r esi ent 00 e comes in and gives a convincing argument 
19 15.97 3.36 eH ‘< that he should turn over his policies tor 
21 = = 357 3-70 inspection with the idea of changing them 
22 17.04 3.49 3.61 3.75 Keep Budgets—Why Not You? to some other forms of insurance?’ Mr. 
23 © «17.43 3.53 3.67 ; Sinclair says: 
2 1828 sot 378 392 ; ; : 5 _ “Lhe business man approached by a life 
26 18.73 3.70 3.85 399 Vice-President Elect Charles G. Dawes earned insurance salesman whom he never saw 
2 20.24 392 40 4.25 national acclaim by working out a budget for betore, generality, ie inarend ieveuniie 
= 6 US Pro = by the United States Government. This was Ne eee 
31 21.39 4.08 4.26 4.43 ; . an interview. li he is diplomatic, tact 
32 22.01 4.16 4.34 4.52 adopted as the only practical plan of reducing + eal ateiinaesian tee “emia wie 
22.67 4.25 4.43 4.62 . ; ful and not too aggressive, he can ac 
34 23.36 4.33 4.51 4.71 unnecessary Federal expenditures and of know- complish what he sets out to do, If the 
35 24.09 4.41 . Pr ing the financial status of the nation. salesman sells himself, looks and acts re- 
36 = PY bo 458 liable, the majority of men will turn over 
38 26.55 4.65 4.86 5.07 President Calvin Coolidge says that he keeps a their agony —~ negeetiins _ Intuition 
39 27.46 \ 5 . eee : : generally guides them. ome going so lar 
a = Pry pee on personal budget and ries "1 oe _ — basis. as to tell them to take the policies with 
42 30.57 4.99 5.22 5.46 He believes in it for himself and for others. them for inspection at their leisure and 
43 31.74 5.09 5.32 5.56 ‘ : to report back to them. 
44 32.98 5.18 5.42 5.67 Business men and practical women (of large as “re is all ee 
35.71 5.38 5.64 5.91 P ‘ t is all up to the salesman, the right 
4737.21 5.49 5.76 6.04 well as of small income) have put their homes man can get an interview, get the policies 
48 38.81 5.61 5.89 6.17 on the budget basis, or believe it a good thin for inspection and twist the business from 
49 40.51 5.74 6.02 6.32 § , 1 
50 42:33 5.38 6.17 6.48 to do so one company to the other or from one 
51 44.27 6.03 6.33 6.65 5 plan to the other. The prospect is en- 
% 6.20 6.51 6.84 ‘re : a fee . oe - 
33 438 6.38 6.70 7.04 If you have found the budget system easy to tirely in his hands. It is rare that you 
ll find alesmz I d 
54 50.89 6.58 6.92 7.27 : will find a salesman with the qualifications 
55 53. 6.31 7.16 7.52 operate at home, we believe a copy of the JOHN listed above, but a man having these quali- 
4 _ oo = oa HANCOCK BUDGET SHEETS would interest fications generally finds it out and if he 
>. ae 764 8.04 8.45 you particularly. If, like some others, you is inclined to do work of a questionable 
59 65.26 7.96 8.38 as believe a budget is too much trouble, then we nature, following the road of least re- 
a 9250 8.66 O: 958 want you to see how simple is the John Hancock sistance, he develops to be a first-class 
62 76.51 9.02 9.50 9.99 sud a P twister and gets results for himself at 
S = as ao pe oudget. any price. In other words, a man without 
: 0.15 10.68 11.23 ns ‘ a conscience, who ends up without any 
6 98.61 10.31 11.08 11.63 "his would help you to start 1925 along the right success in life, or happiness. Another man 
Above Dividends also apply to policies issued lines. Without charge or obligation a copy will having the yee Sonne, but yan 
with cidenta eath an isability Income " a conscience develops to be a nage 
Benefits and to Rated Policies. be sent on request. I ae oe 


20-Payment Life 
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When Premium Issue of Issue of Issue of 
Insured 19 1922 1921 












leader of men in the life insurance profes- 
sion.” 





TRAVELERS’ FIGURES 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















John Donia, a 
banker at Zeeland, 
Michigan, took out 
with the John Han 
cock four endow- 
ment policies for $1,000 each to pro- 
vide a sum of money to start each of 
his four young children in college at 
age 18, says “The Signature.” To pro- 
vide for the one year old baby he took 
an eighteen year endowment; for the 
child aged three, a fifteen year endow- 
ment; for the one age five years, a 
thirteen year endowment; and the one 
age seven, a ten year endowment. Here 
is the way the premiums ran: 

10 year endowment—annual pre- 


Program For 
Children’s 


Education 


ee eT ee Te $107.45 
13 year endowment—annual pre- 
PELE Ore oe $81.18 
15 year endowment—annual pre- 
MER) , cake ys wake wa sbmenenane $69.72 
18 year endowment—annual pre- 
ME neta heuscctespeoasedsiee $57.61 


This made a total premium of $315.96 
for the four endowments. Mr. Donia 
says if he lived he might invest the 
money and have more in the end, yet 
on the other hand, he might not live and 
in that case the money for the children 
would not be forthcoming. In the case 
of his death the money becomes due at 
once without further payments and runs 
with interest from that time until the 
date when the money is to be used for 
the purpose intended. 

The policy provide Ss an option whereby 
the proceeds of the insurance may be 
left with the company at interest until 
the time when it is to be used. In the 
case of the death of the insured in the 
near future, the proce eds of the policies, 
with the accrued interest, would amount 
to quite an additional sum when the 
children attained college age. 

x * x 

President R. W. 
Don’t Talk Stevens of the Illinois 
$1,000 Life, graduated from 
Policies the field himself and 
he has good ideas 
about sales methods. There is food for 

thought in these comments of his: 

“Too many men selling’ life insurance 
seemingly fail to comprehend the real pur- 
pose of life insurance, which is to provide 
a sufficient” amount of money immediate, 
or in instalment payments, to in a meas- 
ure make up for the loss of income which 
a family suffers by reason of the death 
of the breadwinner. 

“Surely no life insurance salesman hav- 
ing well in his mind the object of life in- 
surance, would make a practice of talking 
$1,000 policies, or would let one of his 
prospects or policyholders rest under only 
$1,000 of insurance if he had ever ser- 
iously and thoughtfully figured out in his 
own mind to just what extent such an 
amount of insurance would take the place 
of a wage earner whose income was only 
as much as $600.00 a year. 

“Even though the beneficiary under such 
a policy were able to invest this money 
securely at 6 per cent the income derived 
therefrom would be only one-tenth of 
_the income formerly enjoyed, and it is not 
po sible to conceive of a situation where 
the man’s living expenses are nine-tenths 
of that of the entire family. 

‘Men whose practic it is to confine 
their canvasses to policies for $1,000 are 
doing an injustice to both their prospects 
and themselves. 

“Many insurance salesmen have — the 
$2,000 policy habit; others write fives, and 
tens, and it is because we know that 
when you once get into the habit of doing 
so you can find just as many applicants 
for $2,000 as you can for $1,000 that we 
urge you to give special consideration to 
the question of what can be done with an 
insurance of only $1,000, knowing that 


when you have come to a proper realization 
of the inadequacies of a $1,000 policy for 
even a family of the most modest means 
you will cease going after your prospects 
for such a small insurance.” 

* * * 


Ives & Myrick, 

Points To managers in New 

Be Made York for the Mutual 

Clear Life, are very par- 

ticular that the client 

shall understand all the features of the 

insurance that it is planned to buy and 

they have listed a number of things that 

the agent should take up with the insured 

directly so as to avoid difficulty in the 

future and dissatisfaction. These points 
follow: 

Seneficiary clauses, modes of settlement, 
assignments, etc., of present insurance in 
relation to taxation, trust funds, etc. 

Amount of present insurance in relation 
to increased taxes, administration costs, 
other depreciation. 

Amount, beneficiary clauses, mode of 
settlement, etc., of present insurance in 
relation to family needs, old age and dis- 
ability provisions. 

Amount, beneficiary clauses, special part- 
nership agreements covering insurance in 
relation to changing business situations and 
conditions. 

Insurance Equity. (If a man carries a 
$50,000 policy with a loan against it, don’t 
let him get away with the idea that he 
carries $50,000 insurance. Everybody un- 
derstands this, but a good many forget.) 

Cash Residue. (In many cases, prob- 
ably in most cases, even if the policy is 
payable directly to the wife or children, 
a certain part has to be used immediately 
for taxes, current bills and other depre- 
ciation. Having $50,000 of insurance pay- 
able to the family is not necessarily 
synonymous with establishing a $50,000 
fund for family protection and income. 
The use of the Program will bring this 
point out quickly and clearly.) 

The agent owes it to his client, in point 
of service, to offer some rational plan of 
appraisal or valuation. 

The insured has a right to know whether 
the policy, as it stands, will do what he 
wants it to do—and whether the present 
amount is sufficient to do what he wants 
it to do. 

* * 


tell 

E. Paul Huttinger 

Is It Vision of the legal depart- 

Or Are They ment of the Penn Mu- 

Visionaries tual Life touches a 

high note in the fol- 

lowing, that many salesmen should cul- 
tivate : 

Some men are visionaries and others 
have vision. The contrast between them 
is often puzzling. Both are dreamers. 
Yet, we eschew the one and honor the 
other. 

The romance of business, the rise and 
fall of the money market, the conquest of 
nature, all combine to lure ambitious and 
industrious men to test their intelligence 
and resources in the battle for affluence 
and supremacy. These are economic haz- 
ards that affect not alone the participants 
but also their dependents and loved ones. 
We can strive the harder if we know 
they are safe, and we can do better still 
if we know that incapacity or old age in 
ourselves will not find our granaries 
empty. So, we dream of these things. 

Wise men who grasp the opportunity 
for adventure seek security for themselves 
and their dependents in the protection of 
life insurance. They are not. visionaries. 


They are men of vision! They put. their 
ideals into concrete form, for they have 
united with the greatest economic institu 
tion ever conceived by mankind for mak 
ing dreams come true. 

Make Your Dreams Come True! 


NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York | 


























Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of ite business that 
have given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 
Its policy contracts give to each individual insurer full protection, safeguarding, at 
@ same time, the interest of all its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives 
to develop and hold their business. 


John Barker, Vice-President Frederic H. Rhodes, Vice-President 

















ACACIA 


A Mutual, Old Line, Legal Reserve Company, limited by its Charter to 
Master Masons only and issuing all Standard Forms of Life Insurance 
Policies at Net Cost. 








Ne sihkes a beeaeeacees omens (Over) $10,000,000 
Lowest Rates 22 Liberal Dividends 
Insurance in Force December 31, 1918...............- pivescereee $24,044,612 
Insurance in Force December 31, 1923................eeeeseeees 152,190,700 





AN INCREASE OF OVER 500% IN FIVE YEARS 


This remarkable record is without parallel in insurance history. Prospective agents 
need no further proof of the fact that ACACIA Agents are writing business and making 
money. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President Homer Building, Washington, D. C. 























Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


DES MOINES IOWA 


GEO. KUHNS, President 




















COMPELLING BUSINESS APPEAL 


Through our circularizing program we gain the facts 
about the needs of a prospect and then give him, in simple 
language, the reasons why a certain policy best meets his 
requirements. 


These letters talk business from the first word and illus- 
trate the thought by beautiful colored pictures reproduced 
from oil paintings. 





Results obtained from this wide range of real business letters convince 
Lincoln National Life agents that it pays to 
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The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 











Lincoln Life Building Fort Wayne, Indiana 


Now More Than $325,000,000 in Force 
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Uniform Laws Now In 
Canadian Provinces 


FEATURES OF NEW STATUTES 





Much Desired Legislation Was Care- 
fully Drafted and Approved by 
Chief Groups Interested 





The past year has witnessed an 
achievement in uniformity of legislation 
in Canada without parallel in any coun- 
try. During that short period seven out 
of nine provinces have enacted uniform 
legislation on insurance. How this was 
achieved was told to the Association of 
Life Insurance Counsel at its recent 
meeting in New York by R. Leighton 
Foster, superintendent of insurance for 
Ontario. The movement for uniformity 
was started by V. Evan Gray former 
insurance superintendent for Ontario 
and important work in the drafting of 
the laws was done by H. J. Sims, K. C., 
of Kitchener, Ontario, for twenty-eight 
years chief counsel of the Mutual Life 
of Canada. A summary of Mr. Foster’s 
account follows: 

Three years ago, after mature con- 
sideration, uniform statutory conditions 
for inclusion in contracts of accident 
and sickness insurance and automobile 
insurance were approved and adopted 
by the conference. Within eighteen 
months these uniform statutory condi- 
tions had been uniformly enacted in the 
five provinces of Canada at that time 
party to the Association. In October, 
1923, the Association approved and 
adopted the Uniform Life Insurance Act 
and within a period of eight months, this 
Act had received enactment in seven 
out of nine provinces. Within the next 
following six months, it is expected that 
at least five provinces of Canada will 
enact uniformly a Fire Insurance Policy 
Act prescribing uniform statutory con- 
ditions for inclusion in contracts of fire 
insurance. 

How It Was Passed 

British Columbia was the first pro- 
vince to enact the Model Act, Royal 
Assent dating from the 2lst December 
1923; Saskatchewan following suit in 
March 1924; and the month of April saw 
the act passed in the provinces of Al- 
berta, Manitoba, New Brunswick, Ont- 
ario and Prince Edward Island. By 
the end of May of this year the Act 
had been uniformly enacted in seven 
provinces. In Nova Scotia, the eighth 
province, the Act was submitted to the 
Legislature and the only reason it was 
not passed was because of pressure of 
business and the premature adjourn- 
ment of the Assembly. There is no 
reason to suppose that Novia Scotia 
will not enact the legislation at the 
forthcoming session. In Quebec, the 
ninth province, there is a real problem. 
Many of the present provisions of the 
life insurance laws of Quebec are con- 
tained in the French civil code in force 
in that province. The French civil code 
is to the French-Canadian what the 
Constitution of the United States 
is to the American. It is therefore pos- 
sible that although the Uniform Life 
Insurance Act follows the _ existing 
Quebec law as closely as if not more 
closely than, that of any other province, 
nevertheless some adjustment may have 
to be made to accommodate its provis- 
ions to the civil code. I can assure you, 
however, that the insurance authorities 
in Quebec are very much alive to the 
desirability of uniformity and I believe 
that the near future will see the en- 
actment of the Uniform Life Insurance 
Act, with very slight variations, if any, in 
the ninth province. 

If there is a moral to be drawn 
from the events I have narrated ap- 
plicable to problems of uniformity of 
legislation generally, I would say that 
it is the conformation of the principle 


that too much time cannot be spent 
in preparation and discussion or too 
little time in enactment and_ bringing 


into force. Three years of continuous 
labor were devoted to the Uniform Life 
Insurance Act before it was endorsed 
by any responsible body. I know per- 
sonally that its promoters were more 
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western Mutual Life Insurance Company, 
of Milwaukee, Wisconsin, was upon appli- 
cations of members previously insured in 


Once a Policyholder— 
Always a Prospec. 
The Policyholders Company 


<STERN MUTUAL 


MILWAUKEE: ¢ 


The 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 


of the new business 
issued by the North- 
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than once hopelessly discouraged at The real problem is: when is a con- 
the prospect of ever securing a satis- tract deemed to be made in the pro 
factory and generally acceptable bill, vince? This problem—the problem 
Nevertheless there was no attempt to of what law governs—has been a major 
secure the adoption of the Act until concern of life insurance counsel. 

all parties were satisfied. In the re- It was found impossible to cover every 
sult, when the Act was presented to case which the nimble counsel could 
the several Legislatures, there was not conceive. Nevertheless, I believe ninety- 
one voice raised in opposition in any five per cent of the cases have been 
province, and the fact of its uniform 


enactment bears mute testimony to 


the care with which it was drafted. 
Summary of Act 
The subject matter of the act is 


arranged in the statue under the follow- 
ing sub-headings :- 
Application of the Act. 
The Contract of Insurance 
Insurable Interest. ; 
Policies on the lives of infants and minors. 
Beneficiaries. 
Proof of claim and payment. 
Limitation of actions. 
Trustees, Guardians, et« 
Payment into court. 
Coustruction of Act. 


Its effect is retroactive and exist- 
ing contracts are subject to its pro 
visions 


anticipated. It is simply provided that 
if the place of residence of the insured 
is within the province at the time the 
contract is) made, the contract shall 
be deemed to be made in that province. 

Finally there is a provision designed 
to anticipate in part the five per cent 
of the cases not within the provisions 
described in the preceding paragraph, 
to the effect that the Act shall apply 
to contracts not made in the province 
where the contract itself provides that 
the Act shall apply or that the contract 
shall be construed or governed by the 


law of the province. 
Facility of Payment Clause 
The so called “facility of payment” 


clause in policies whose face value does 
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EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 
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With increased facilities, it is now 
hetter prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 





not exceed one thousand dollars is au- 
thorized for the first time in Canadian 
life insurance law. Its application is 
practically restricted to industrial poli- 
cies and its purpose is to make the in- 
surance money immediately available 
without the technicalities and delays in- 
volved by the necessity of formal ad- 
ministration. It provides that - where, 
in a policy, the amount of insurance 
money is less than one thousand dollars 
the contract may provide, notwithstand- 
ing the designation therein of a named 
beneficiary, that the insurance money 
may be paid to any relative by blood 
or connection by marriage of the insured 
or to any person appearing to the in- 
surer to be equitably entitled to the 
the money by reason of burial expenses, 
medical attendance, etc. 

The provisions with respect to dis- 
closure and misrepresentation are brief 
and may best be described by quotation: 


8 (1) The insured and the person whose 
life is insured shall each disclose to the in- 
surer every fact within his knowledge which is 
material to the contract. 

(2) Any conscious failure to disclose, or any 
misrepresentation of, a fact material to the con- 
tract, on the part of the insured or the person 
whose life is insured, shall render the contract 
voidable at the instance of the insurer. 

ny misrepresentation or fraudulent con- 
cealment on the part of the insurer of a fact 
material to the contract shall render the con- 
tract voidable at the instance of the insured. 

9 (1) No contract shall be rendered void or 
voidable by reason of any misrepresentation, or 
any failure to disclose on the part of the insured 
or the person whose life is insured, in the ap- 
plication for the insurance or on the medical 
examination or otherwise, unless the misrepre- 


sentation or failure to disclose is material to the 
contract. 


(2) The question of materiality shall be one 
cf fact. 

Another problem comparable with the 
problem of what law governs, which 
has concerned life insurance counsel 
in Canada, is the determination of the 
exact point of time at which the con- 
tract is completed and binding upon both 
parties. The case law on the subject 
has been uncertain. Moreover statu- 
tory enactments have been by no means 
uniform. Ontario had a provision par- 
ticularly obnoxious to the insurers, viz: 
that where the policy had been delivered 
it should be as binding on the insurer 
as if the premium had been paid, al- 
though it had not in fact been paid and 
although delivered by an agent who had 
no authority to deliver it. 

The Uniform Act on the point is 
clear and unambiguous. Subject to an 
express term of the policy to the con- 
trary, the policy does not become ef- 
fective or binding upon either party until 
delivery is made and the first premium 
paid “no change having taken place in 
the insurability of the life about to be 
insured subsequent to the completion of 
the application.” The last condition is 
a recognition of the principle established 
in Donovan vs. Excelsior Life (1916) 53 

C. R. 539, viz :—that the insurer should 
not be bound where the health of the 
applicant has become impaired or had 
engaged in a more hazardous occupation 
between the time of making applica- 
tion for insurance and the time when 
the contract is completed by delivery 
and payment. 


Insurable Interest 


The Act declares every person to have 
an insurable interest in his own life, and 
provides that, without restricting the 
meaning which insurable interest now 
has in law (a reference to the common 
law and The Gambling Act which has 
been for generations, and still is, in 
force in all the Canadian provinces ex- 
cept Quebec) each of the following 
persons has an insurable interest: 


(a) A pare.t in the life of his child under 
twenty-five years of age 

(b) A husband in the life of his wife; 

(c) A wife in the life of her husband; 

,(d) One person in the life of another, upon 
whom he is wholly or in part dependent for sup- 
port or education, or from whom he is receiving 
support of education; 

(e) A corporation or other person 
of its officer or employee 

(f) A person who has a pecuniary interest in 
the duration of the life of another person, in the 
life of that person. 


It is further 
tract shall be é 
no insurable interest at the time at 
which the contract takes effect, but 
that, so long as the insured has an in- 
surable interest at the time, it is not 


in the life 


declared that the 
void if the 


con- 
insured has 
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necessary for any beneficiary or assignee 
to have an insurable interest. 


Policies on the Lives of Infants and 
Minors 


In England, at common law a parent 
has no insurable interest in the life of 
a minor child by virtue merely because 
of the parental relationship. It was sub- 
mitted that the same was the law in 
those provinces of Canada which had no 
enabling legislation, viz: Manitoba and 
the Maritime Provinces. The other five 
provinces permitted insurance on _ chil- 
dren’s lives to a limited extent ranging 
from a maximum of thirty-two dollars ‘f 
the child died under two years, to two 
hundred and sixty dollars if he dies 
under ten years. Children under one 
year could not be insured. 

The new Act omits the one year pro- 
hibition and fixes a scale of twenty dol- 
lars under one year to four hundred dol- 
lars under ten years. The insurer is re- 
quired to repay the premiums with six 
per cent interest where it enters into a 
contract for a larger amount, knowing, 
or without sufficient enquiry as to, the 
age of the child. In addition the insurer 
is liable to a general statutory penalty. 


Beneficiaries 


The most interesting and important 
section of any Act relating to contracts 
of life insurance is that relating to bene- 
ficiaries, their rights and status, their 
designation and appointment, and the 
rights of the insured to deal with the 
policy once they are named. Eighteen 
sections, almost one-third, of the new 
Act are required to cover this subject. 

At common law, once a beneficiary is 
named, his interest becomes a Vested 
one and an irrevocable trust is created 
in his favor. (Vido Central Ban vs. 
Hume (1888) 128 U. S. 195). Of course 
the insured can reserve the right in his 
policy to change the beneficiary with 
the assent of the insurer and I believe 
that this practice is almost universa!!v 
followed in your country. In Canada, 
statutory enactments have, with more 
or less uniformity, prescribed a middle 
course. Certain relatives by blood or 
connection by marriage of the insure 
have been singled out, designated as 
a class ‘preferred beneficiaries,’ and 
given much the same_ rights and 
privileges as beneficiaries at common 
law. 

The provisions of the new Act pre- 
serve in broad outline the principles 
of the old provincial Acts common to 
most of the provinces, including the 
irrevocable trust idea for so many years 
a unique feature of Canadian Life insur- 
ance law. 

Three classes of. beneficiaries are 
named in the Act: (a) Beneficiaries 
for value; (b) Preferred beneficiaries; 
and (c) Ordinary beneficiaries. 

The features of the popular income 
policy are now recognized for the first 
time by any province of Canada other 
than Alberta. When the policy or sub- 
sequent declaration so provides, the 
commutation of the instalments by the 
insurer, without the concurrence of the 
insured and before the death of the 
beneficiary, except when authorized by 
the court in special circumstances, ‘s 
prohibited; and the instalments, in the 
hands of the insurer, are declared not 
to be subject to legal except 
in an action to recover for necessaries 
supplied to the beneficiary or his or her 
infant children. The insurer is also 
authorized by another section to hold 
the insurance moneys after the con- 
tract has matured upon such trusts as 
may be provided in the policy or by a 
subsequent written agreement. 


process 


Construction of Act 


There is one provision of the Act 
relating to the uniform construction of 
the Act. It reads as follows: 

“This Act shall be so interpreted and 
construed as to effect its general pur- 
pose of making uniform the law of those 
provinces which enact it.” 

It is one thing, and a great thing, to 
secure uniformity of legislation. It is 
another matter to secure uniformity of 
interpretation of that legislation. This 


section is an attempt to anticipate uni- 
formity of construction by the courts. 
It is unique, I believe, in Canadian 
statutory law. 


“WARNING” CARDS NEEDED 


The John Hancock Mutual Life has been 
sending out for some time “warning” cards 
to its policyholders pointing out the 
danger from carbon monoxide poisoning 
from automobile exhaust, deaths from 
which in closed garages are common dur- 
ing the winter months. This educational 
effort was strikingly justified recently when 
the company paid a claim for $15,000 on a 
policyholder in New Bedford, Mass. 








Nearly 1% Million Policies Now In Force 


Only four other life insurance companies in America have more policy contracts 
in force than this Company. A study of the following growth in ten yearg is invited: 





Jan, 1, 1913 Jan. 1, 1918 Jan. 1, 1923 
MNES 5 Gear aw iocseh en sd cackiCecencnne .. $6,695,921 $14,008,422 $34,017,051 
DP TR WEG cicicccsccescctncecitceaes oo  GB2,708 5 1,403, 
Insurance in Force....... jeppaacsasescoomeke $61,484,358 $115,099,897 $296,880,278 


Attractive opportunities open te agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
































Helping Santa Claus and 
Helping Providence 


F course, we all believe in Santa Claus. We have been the recipients of his favors ever 


since we can remember. We have seen him in shop windows, and some of us have 


PROVEN 


actually shaken hands with him. 


sut have you noticed that Santa Claus needs a good deal of help? 

chimneys are built so small, and so many families often live under one roof, Santa 

Claus has to invoke the help of a lot of people in making deliveries. He is on the job 

all the time, seeing that the presents are provided, but he can’t attend to the deliveries as he could 


years ago when houses were smaller, chimneys larger, and there was more snow on the roofs. 


And people who help Santa Claus seem to catch something of the spirit of the jolly old saint 

Their faces become wreathed in smiles; their eves twinkle ; and they have the air of people 
Py ’ ad 66 . ion? > . r 

who know good news, but are not quite ready to tell it. They are “mystery” men and women whom 


himself. 


children are eager to serve and please. 


We all believe in Providence, and that “Providence will provide. 


to fit the fact. But Providenc 


does. 


and wove their own yarn and 


direct than it is now. 


Provide 


It’s lots of fun to help Santa Claus. 


HELPING PROVIDENCE 


e needs our help in making deliveries, 


manufactured their own clothing, 
nce provides the raw material, 


of us must now help Providence in the matter of preparation and distribution. 


IT’S THAT WAY WITH LIFE INSURANCE 


Providence gives health and the power to earn money. 
single life is a mystery that no man can solve. 


Mass. 


surely be a hard fate. 


Providence ordains the law of life in the mass, as expressed in the mortality table; the economic 
law of increase, as expressed in money at interest; then man steps im with his helpful life insur- 
One need not leave a dependent family without 
or let Providence and the life insur- 
Try it while 


ance machinery,—and, presto 


means, nor an incumbered estate, if, he will help Providence, 
ance company help him. It’s great fun to help Providence, or let Providence help you. — 
the Christmas thrill is still fresh in your heart and you'll get a thrill that will last a lifetime. For the 


! the thing is done. 


best method, see an agent of the 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY 
President 
PRPRPRREY. 


Not a Commodity, But a Service 


Now that 


In fact, the word was invented 
very much as Santa Claus 
When men lived close to the sources of life, got their food direct from the soil, the bush, 
the vine and the tree, when they sheared their own sheep, raised their own cotton and flax, spun 
the work of Providence was more 
with some help, of course,—but most 


But what will be the length of any 
But Providence has ordained a law of life in the 
If it were known how long the individual would live, there could be no Life Insu ance, and the 
man foredoomed to die young could make no adequate provision for his dependents! That would 
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Against Compulsory 
Fraternal Benefits 


SHOULD BE LIMITED TO NEEDY 


John Ballantyne, Segue Chancellor 
of Knights of Pythias Would Have 


Insurance Incidental 





The best type of fraternal lodges do not 
go in for insurance as a primary feature 
of the organization, says John Ballantyne, 
supreme chancellor of the Knights of 
Pythias, in a statement appearing in the 
Fraternal Monitor. He says that fra- 
ternals were formed primarily for com- 
panionship among men and as an incident 
thereto to grant relief to the needy among 
them. A mistake was made, he says, in 
extending relief to those who could not be 


classed as “needy.” Mr. Ballantyne’s 
statement follows: 
“Fraternal organizations which have 


heretofore been instituted and which have 
been in existence for a considerable number 
of years, probably barring those which 
are devoted to life insurance only, were 
started with the primary object of estab- 
lishing companionship among men, and, as 
incident thereto, to grant relief and assist- 
ance, financial and otherwise, to the needy 
and distressed among those who were par- 
ticipants in the cause. As a feature of this 
work, it was customary to provide for a 
relief fund, resort to which might be had 
when occasion required. A mistake was 
made in extending relief to those who could 
not be classed as among “the needy.” So 
strongly did the feature of financial relief 
enter into the undertaking that generally 
the fraternity established a law granting a 
vested right to relief to any member who, 
by reason of sickness, was unable to apply 
himself in his usual avocation. A mem- 
ber’s own financial condition was not con- 
sidered. The desire, sometimes hard to 
eradicate, to become stipendiaries of a 
fraternity is not conducive to a high type 
of brotherhood. Of late years, there has 
been a pronounced and commendable move- 
ment among the fraternities to place the 
membership on a higher plane and this is 
being done by eliminating the compulsory 
financial benefits and by allowing the work- 
ing unit known as the lodge to reserve the 
right to grant monetary relief only in cases 
whereby by reason of the member’s finan- 
cial condition the same is necessary. 

“The Order of Knights of Pythias had 
for over forty years a provision of law 
requiring compulsory sick and funeral 
benefits. In late’ years, the law has heen 
so changed as to allow each subordinate 
lolee the right to decide as to whether the 
henefit should be compulsory or permissive. 
The best lodges adopt the rule of per- 
missive benefits. the manifest intent being 
{o attract members not by the promise of 
financial aid but by presenting to them the 
opportunitv. of benefiting themselves and 
loved ones by embracing the virtuous 
teachings of the order.” 


WRITES GROUP A. & H. COVER 


The United States National Life & 
Casualty, Chicago, Ill, has issued a 
group accident and health policy cover- 
ing the emplovees of the Omaha Divi- 
sion of the C., St. P., M. & P. Ry., 
operating through the states of Minne- 
sota, Wisconsin, Iowa and Nebraska. 
This complete coverage policy takes care 
of any disability due to either occupa- 
tional or non-occupational accidents, 
with principal sum, as well as sickness 
from any cause. Funeral benefits are 
also provided. This policy is similar to 
that one recently issued to shop em- 
ployes of the Georgia Central Railway. 


Connecticut General 


(Continued from page 5) 


Insurance to Age 65. $1000 

$10 Monthly Income (Male) 
20 21.64 oe 3.78 4.04 4.82 
a 25.41 3.89 4.21 4.55 5.53 
30 29.76 4.15 4.56 5.00 6.26 
35 36.21 4.50 5.04 5.62 7.27 
40 45.50 5.01 5.74 6.51 8.71 
45 59.70 5.75 6.74 7.82 10.84 
50 83.51 8.12 958 11.12 15.36 
55 130.42 12.54 1483 17.23 24.25 
60 267.18 19.28 2408 29.62 


Non-Participating Premiums $1,000 With 
Disability 
Disability Plan 1 
Standard Rates 


Age Term Term Life End. 

5Yrs. 10 Yrs. Life 20Pts. 20 Yrs. 
15 425 8.00 12.30 19.33 39.80 
20 7.97 8.25 13.58 20.82 - 39.97 
25 8.26 8.61 15.20 2263 40.22 
30 8.67 912 17.29 2481 40.60 
35 954 10.08 2016 27.65 41.37 
40 10.9, 11.70 2400 31.56 43.12 
45 13.36 14.91 29.38 36.70 45.77 
50 17.67 2045 3686 43.45 50.02 
55 25.81 3061 47.40 5288 57.10 

Disability Plan 2 
Standard Rates 

Age Term Term Afe End. 

5Yrs. 10 Yrs. Life 20 Pts. 20 Yrs. 
20 8.32 865 1441 21.94 40.60 
25 8.74 914 16.19 23.91 41.03 
30 9.28 980 1846 26.24 41.65 
35 10.31 10.96 21.56 29.21 42.78 
40 11.90 1289 2568  %3.24 45.16 
45 14.76 16.58 31.45 38.77 48.05 
50 19.70 23.02 3942 46.01 52.71 
55 19.10 33.90 50.69 5617 60.49 

Disability Plan 3 
Standard Rates 

Age Term Term Life End. 

5Yrs. 10 Yrs. Life 20 Pts. 20 Yrs. 
20 980 10.15 16.49 24.78 42.27 
25 10.17 1063 18.33 2669 42.78 
30 10.76 11.40 20.72 28.98 43.59 
35 11.96 12.75 23.96 31.90 45.02 
40 13.77 14.96 28.26 35.82 47.81 
45 17.10 19.21 34.42 41.74 51.07 
50 22.71 26.48 4288 49.47 56 20 
55 33.15 37.95 60.22 64.56 


54.74 


WRITING MANY GROUPS 


Large Up-State Firms Give Workers 
Christmas Gift of Over $800,000 
Group Insurance 


More than $800,000 in group insurance 
was presented at Christmas by Albany, 
N. Y., organizations to their employes. 
The policies, ranging in initial value from 
$500 to $2,500, and increasing a stated 
amount each year to a maximum, pro- 
vide disability benefits as well as 
amounts for death in many cases. 

Among the firms giving group insur 
ance to their workers are the Consoli- 
dated Car Heating Co. with policies ag- 
vregating $250,000 and Rose & Kiernan, 
insurance agents, with policies ranging 
in initial value from $1,000 to $2,000, and 
aggregating $50,000. 

A striking realization of the benefit 
of the insurance Christmas gift was ex- 
perienced at the Chuctamunda Gas Co. 
of Amsterdam, which took out policies 


for its employees December 15. On the 
day the certificates were issued, an em- 
ploye of forty years’ service died. Ac- 
cording to the report of the company, 
his savings were less than needed to pay 
debts. Only a few hours after his death, 
a check for the amount of the policy 
was received by his family. : 

Others that adopted this Christmas gift 
policy include: The International Ice 
Cream Company of Schenectady and 
Albany; Heiser, Muhfelder & Company, 
of Albany; L. R. Mack Company of Al- 
bany; the Evening Recorder of Amster- 
dam; the City National Bank of Am- 
sterdam; the Fulton County National 
Bank of Gloversville and Nabler Broth- 
ers’ Creamery, Amsterdam. 


ACQUIRES MORE SPACE 

The Aetna Life has found it necessary 
to secure additional space to provide of- 
fice quarters for its growing casualty 
departments. The latest addition is 
that of the Judd Building, a structure in 
the business and financial district. A 
total of 8,500 feet of floor space has been 
leased in this building by the Aetna. 








NOVEL HOLIDAY GIFT 
“The Insurance Journal of Southern 
California” has expressed its good wishes 
for the holiday season in a novel and 
concrete form—it has sent to its friends 
a huge nutshell filled with raisins and 
preserved fruit, two products which have 

made Southern California famous. 








New Insurance 


Insurance in Force 


Insurance Record, 1923 





Increase of $58,623,876 which is 
61% of the New Business 





New England Mutual Life Insurance Co., 
Boston, Mass. 


$ 96,148,025 
. .. 419,421,634 




















FRANK J. HAIGHT 
CONSULTING ACTUARY 
Home-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 














GEO. FT. SMITH, Vice-President 
DUNBAR JOHNSTON, Secretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment co - 
pe A ARY High Value irs Gunes 
POLICIES Attractive and Novel Features AGENCY 

Low Cost STAFF ONLY 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most libera] forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
Premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly 
CONDITION ON DECEMBER 31, 1923 





























THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 


cessful business. 


WOLCANGL 


Las 


AOAWO/! 





TOMO 


WALOADY. 


34 Nassau Street 





a record of EIGHTY-ONE YEARS of prosperous an.d suc- 
It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 


a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 








Vari avi ev revie’ 


New York 














ne 








Page 14 


a 


Ee 


OEE. 











ditorial] 
aa 


Ay Satta ypenwerner © 





(Human 








January 2, 1925 








THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 





lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 86 


Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 


dress of the officers is the office of this 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the actof March 3, 1879. 





A DISTINGUISHED NEW 
INSURANCE MAN 
Considerable satisfaction was felt by 





insurance men when they read in daily 
newspapers this week that Captain 
Frank B. Howarth, one of the most dis- 
tinguished of the ocean liner captains, 
a man who has thousands of friends in 
every walk of life, has decided at the 
age of sixty to make insurance his vo- 
cation for the balance of his life. He 
joins a long list of celebrities who have 
become insurance salesmen. He _ will 
find insurance a pleasant port with most 
of the storms, such as are narrated on 
the first page of this paper, passing 
He will be able to navi- 


Many 


who have trusted their lives to him in 


over his head. 
gate into any office with ease. 


the past will be glad to entrust him with 
their insurance business in the future. 


THE SPHINX OF NEWARK AND 
THE CRUSADER OF 
LOUISVILLE 
THe Eastern UNDERWRITER would not 
be a bit surprised if Champion I. Hitch 
cock, the vigilant and vivacious editor 
of “The Insurance Field” of Louisville, 
were in a mood to drop a few lumps of 
salt into the coffee of Neal Bassett, the 
suave and president of the 
Company. The 


sagacious 
Firemen’s Insurance 
National 


Agents—as all 


Association of Insurance 


readers of insurance 
papers know—has informed its members 
that there is an inconsistency in repre- 
Firemen’s (or the North 
western National) and at the same time 


senting the 


retaining membership in its organization 
both of companies 
stand convicted in the minds of the of 


inasmuch as these 
ficers of the association of “intentionall, 
and continually violating the principles” 
of the National Association. 

“The Insurance Field” is championing 
the National Association of Insurance 
Agents. Mr. Hitchcock wrote a 
statement in “The Insurance 
Field” in which he gave Mr. Bassett a 
hot grilling. It was the type of editorial 
in which an editor polishes off a victim 
with ease and dispatch, and tended to 


long 
signed 


get the victim’s goat. 
still at large. 


But the goat is 
The editorial was received 


-by Mr. Bassett with as much silence as 


characterizes the conversation .of Calvin 
Mr. Bas- 
sett is still the sphinx of Newark. 

Now that is no way to treat a hard- 


Coolidge in a drawing room. 


THE EASTERN 
UNDERWRITER has seen many an editor or 
reporter smile like a Cheshire cat when, 
after he has 


working newspaper man. 


attacked someone, the 
victim runs around town telling what he 
will do to the editor, or, better still, 
uncorks the vials of his wrath in the 
Sut when 


the attack is ignored the editor can say 


column of another newspaper. 


with the hero in the melodrama: “You 
ain't done right by our Nell.” 

Or, to give another illustration. Just 
imagine the feelings of an editor after 
he has run a slashing signed editorial de 
manding that the district attorney resign 
when he meets that official on the 
later and is thus 
Where have 


yourself all 


street a few days 
greeted: “Why, hello Joe. 
you been keeping these 
days? It certainly is a treat for sore 
eyes to see you. What are you doing 
now? Still with that jolly old 
Never 


vet with a paper that has real influence 


dope 


sheet ? mind, some day you'll 
and which will appreciate your talent. 
Let’s go to luncheon.” 
The mere fact that Mr. 
not replied to date does not mean that 


Bassett has 


he is going to continue as a sphinx. The 
liremen’s president can swing a wicked 
pen of his own and if he does cut loose 
what he says will be worth reading. 
FOREIGN COMPANIES WRITING 
INSURANCE IN GERMANY 
Now that the war is over and the na- 
tions are trading with each other again 
with the result that new trade and other 
treaties are becoming effective companies 
of other countries are again doing busi- 
ness in Germany. One interesting side- 
light 
Allied countries into the German insur- 


on the re-entry of companies of 


ance market is that printed in the Lon- 
don “Times” a couple of weeks ago: 
The provision in the Protocol to the 
Anglo-German Treaty regarding British 
insurance in Germany really confirms the 
present arrangements, for British insur- 
ance companies are already established 
there. In fact, there has been much 
comment in the London marine insur- 
ance market during the last few days 
respecting efforts to place with the 
agencies in Germany of British and 
American companies important cargo 


insurance business for next year in re- 


spect of which underwriters in London 
felt compelled to quote rather higher 


rates than those accepted under the 
present contract. Whether these efforts 
have been successful has not vet 


transpired. The position of the British 
companies in the matter would seem to 
be clear. They could hardly approve the 
acceptance by their agents in another 
country of business at rates which were 
considered at the head offices in this 
country to be inadequate. If, on the 
other hand, British firms were not pre- 
pared to pay the British rates and were 
ready to accept the security of foreign 
underwriters, there would seem to be no 
alternative to the placing of the busi- 
ness with the foreign companies. It 
would, however, be in the national in- 
terest that British firms should consider 
very carefully indeed all aspects of the 
question before deciding to accept other 
than first-rate British security. 





Leo F. Fitzpatrick, vice-president and 
general manager of the Kenny Agency, 80 
Maiden Lane, New York, spent the Christ- 
mas holidays in Boston, returning to his 
desk Monday. 
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E, A. WOODS 








Edward A. Woods was sixty years old 
on January 1, at which time he received 
congratulations from all parts of the 
country. If there is any man who mer- 
its the good wishes of his associates it 
is Mr. Woods, who, in the opinion of 
Tne Easrern UNberwritER, has done 
more to put life insurance salesmanship 
on a pedestal of right conduct and right 
thinking than any general agent in 
America. His unparalleled vision has 
pictured great dreams of life insurance 
and its possibilities, but he is a prac- 
tical dreamer and his thoughts have for- 
tunately been translated for the benefit 
of his contemporaries, both by public 
address and in print. Undoubtedly many 
of the most important new production 
ideas of the past two decades have eman- 
ated from this pittsburgh genius. They 
have been unselfish dreams as he has 
quickly passed them on for the benefit 
of the fraternity. Just as the last new 
idea has been promulgated another 
comes along to take its place. At the 
present time Mr. Woods is writing a 
book for which he has been drafting 
statistics, data and information which 
will loom large in the extension of life 
insurance cover. Not the least of his 
achievements is that of organization 
builder and his general agency continues 
to be the leader in American insurance 
life. He has as his goal a $100,000,000 
office. That he may before long realize 
this ambition and that he will continue 
for years to give the insurance fraternity 
the benefit of his marvelous mentality 
and imagination is the wish of THE 
[EASTERN UNDERWRITER. 

i_-£-% 


Louis Pfingstag, who has retired as 
vice-president and secretary of the Na- 
tional Liberty after forty-three years of 
active service with the company, was 
tendered a testimonial dinner at the 
Commodore Hotel by his associates of 
the official staff and some of the older 
agents of the company a few nights ago. 
The high esteem in which Mr. Pfing- 
stag is held was attested by Vice-Presi- 
dent Coates, who acted as toastmaster, 
and others. President Kehr presented 
Mr. Pfingstag with a handsome grand- 
father’s clock, 


A. K. Taylor, Shanghai, China, for- 
merly with the Continental Insurance 
Company and with the National Board 
of Fire Underwriters, is to make a visit 
to the United States. He leaves Shang- 
hai on March 4th via the Suez Canal, 
will spend a few weeks in Italy and 
France and is due in New York about 
May 15th. Mr. Taylor says that the 
Asia life with which he is connected, 
closed the year 1924 with $10,000,000 
(Mexican) in force. The company is 
only three years old. 

* * * 


Frank Rabbit, manager of the acci- 
dent and health department of Fields & 
Cowles, New England representatives of 
the Royal Indemnity with headquarters 
at Boston, Mass., stopped off in New 
York a few days this week, being on his 
way back to Boston after spending the 
Christmas holidays with relatives in 
Virginia. 

+e * 

H. E. Reimer, who has had several 
years’ experience in fire protection, en- 
gineering and schedule work for the 
Underwriters’ Association of the Middle 
Department, has recently been employ- 
ed by the Automobile Insurance Com- 
pany. 

He will be located in the Philadelphia 
Branch office of the Company. His work 
will be to assist William M. Ryan in 
helping our agents in their negotiations 
for insurance on both sprinklered and 
unsprinklered manufacturing and mer- 
cantile properties. 

oe © 


F. Lester Beitel has been appointed 
special agent for the Automobile In- 
surance Company at the Philadelphia 
Branch Office. He succeeds C. M. Ber- 
lin who resigned. 

+ & & 


H. C. Baker, inspector for the Auto- 
mobile Insurance Company, has been 
temporarily transferred to the territory 
under the supervision of State Agent 
Allen A. Warfield, Washington, D. C. 


* * * 


J. D. Aldinger has been appointed 
special agent for the Automobile In- 
surance Company at the Harrisburg 
Branch Office. Mr. Aldinger who was 
formerly inspector, succeeds W. L. Long 
who has resigned. 


* * * 


E. S. Melvin has been appointed 
special agent for western Pennsylvania 
under the supervision of State Agent 
Earl E. Leyda. 

* * * 


James R. Garrett, manager of thé 
Eastern Division of the National Cas- 
ualty, was the host at a Christmas party 
given by him in his office December 24 
to twenty-five agents in and around New 
York and the employees of his office. 

*x* * * 


Lawrence C. Woods, of the Equitable 
Life Assurance Society in Pittsburgh, 
and for years one of the greatest busi- 
ness insurance writers in the country, 
is now in the South and will remain 
there for the balance of the winter. 


James M. Lown, former deputy super- 
intendent of insurance for New York, 
and who is now associated with Hart- 
well Cabell, a New York insurance law- 
ver, was host to William: Miller Colliier, 
United States Ambassador to Chite, with 
a iuncheon at the Bankers Club on Tues- 
day. Among the guests were: James A. 
Beha, Superintendent of Insurance; 
Jesse S. Phillips, general manager of the 
National Bureau of Casualty & Surety 
Underwriters, Edson S. Lott, president, 
United States Casualty, and Sumner Bal- 
lard, president of the International In- 
surance Co. 
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FIRE INSURANCE 





“Olympic” Captain 

To Enter Insurance 
WITH C. T. BOWRING & CO., LTD. 
Also Makes Unofficial Connections With 


Marsh & McLennan, It is Reported; 
; Is 60 Years Old 








Captain Frank B. Howarth, R. N. R, 
master of the White Star liner “Olym- 
pic,” who made his last trip from New 
York to England this week, is retiring 
from active service and will shortly en- 
ter the insurance husiness. He is sixty 
years old, the age at which captains of 
White Star vessels are retired and given 
a life pension. Captain Howarth con- 
tends that he is still too young to with- 
draw from all business and hence his 
decision to establish connections with 
marine insurance. 

It is understood that Captain Howarth 
will join C. T. Bowring & Co., Ltd., of 
Liverpool and London, well-known in- 
surance brokers, underwriters at Lloyd’s, 
and owners and operators of tankers 
and deep sea fishing vessels. There was 
a report in one of the daily newspapers 
here Sunday that the captain would re- 
turn to live in this country and become 
. a marine underwriter with offices at 80 
Maiden Lane. 

The office referred to in the newspaper 
article was Marsh & McLennan, one of 
the largest brokerage and underwriting 
offices in the country. However, it is 
stated there that Captain Howarth will 
have no official connection with the con- 
cern even though he is well-known to 
several members of the firm. He is to 
remain in England where he has built a 
home near Southampton and will not 
come to the United States to live, as 
the article stated. He may come here 

for a short visit only. 

Captain Howarth has not previously 
been in the insurance business, but over 
forty-five years on the sea have given 
him an unchallenged knowledge of 
maritime affairs. 
of the years spent in sea service Cap- 
tain Howarth has been with the White 
Star fleet. Being captain of the large 


liner “Olympic” testifies to the ability 


and popularity of this sea veteran. 


_ Three other captains of White Star 
liners are now engaged in other lines of 
business following their retirements from 
active duty. One is raising sheep in 
started a 
farm in Australia and the third is selling 
linen in London as agent for a Belfast 


New Zealand, another has 


house. 





Insurance Stocks 





J. K. Rice, Jr. & Co., New York Invest- 








For more than thirty 


Bonus To Employes Of 
Ayres Agency, Saranac 


MADE ON BUSINESS INCREASE 





Copy of His Letter; Agent a Firm Be- 
liever in the Bonus System; 
Calls Salaries Investments 





Clinton J. Ayres, of Saranac Lake, N. 
Y., one of the most progressive of the up- 
state agents and an agent whose influence 
covers quite a wide area, has given a 
bonus to employes in his agency who are 
not stockholders. He is a firm believer in 
the bonus system and has always used it 
since he has been in the insurance business, 
the basis of the bonus being on increase 
in the business of the agency. His letter 
to employes follows: 

The dividends of most corporations are 
usually payable after January first. 

The dividends of GOOD CHEER are 
being broadcast by nearly all people just 
at this time, and we desire to join the mul- 
titude of both the above groups. 

Another year of this Agency’s activ- 
ities has just been added to its history. 
We feel it has been another successful 
year and success does not consist entirely 
of the money made, the net profits, etc., 
but rather how well we have served. 

While we have not closed our books for 
the year, I am confident the agency has 
experienced a measure of success not only 
in the service rendered but in net profits 
that would not have been possible without 
your loyalty and cheerful co-operation. 

I want you to feel that in this “our 
Agency” you have your place in the or- 
ganization that carries its own respon- 

sibility necessary to its success. 

Where a spirit of co-operation exists 
such as is found in this office, I feel the 
salary you have received these past twelve 
months should be treated as an invest- 
ment and not an expense despite the fact 
that we are obliged to show it as such. 

I would like to have you take the same 
view; that the time you have spent in the 
office is your investment in the business. 

In view of the above, I would have you 
consider the enclosed check of $ as a 
DIVIDEND amounting to 11 per cent 
on $ the amount of your salary for 
the past year. 

With best wishes for a Merry Christ- 
mas and a Happy New Year, I am, 


WANT FORESTS INSURED 


Michigan’s problem of reforestation 
could be solved if proper insurance were 
provided holders of waste and cut-over 
land, is the view of Prof. A. K. Chitten- 
den, head of the forestry department of 
the Michigan Agricultural College here. 
If owners of tracts on which forests 
could be grown could be assured that 
their attempts at reforestation would not 
be set at naught by the frequent 
disastrous fires which sweep sections of 
the state, they would cheerfully grow 





35-37-39 MAIDEN LANE 


Opposite Federal Reserve Building 


In the Heart of Insurance Center 


REDUCE YOUR OVERHEAD EXPENSES 


This building has been very greatly enlarged and remodeled 
throughout, offering a few exceptionally light and attractive 
offices for reliable insurance firms at lowest rentals. 





All Transit Lines Within 3 Blocks 





FREE TO TENANTS—Building protection by Watch- 
men’s clock system on every floor, Burglar alarm system, 
Dougherty’s Detective Service, etc. 


LOWEST FIRE AND INSURANCE RATES 





Phones: 





Apply own broker or 
Maurice Deutsch Building Corp. 
35-37-39 Maiden Lane 


John 1485—John 1488 








ANSWER “YES” 


Some Brokers Admit That They Have 
Placed Risks With Unauthorized 


Insurers 
Some of the prominent New York in- 
surance brokers have answered “Yes” 


to the following inquiry made of them 
by the brokers’ department of the New 


York Insurance Department: 
Have you, since January 1, 192.., acted as 
agent for Lloyds, London, or any other un 


authorized insurer in the transaction of the busi 
ness of insurance, within this state or directly 
or indirectly, on behalf of another, applied for 
insurance with Lloyds, London, or any other 
unauthorized insurer, negotiated for such insur- 
ance, placed risks therewith, delivered policies 
or collected premiums thereon? 
so, give all facts in connection therewith 


They are now awaiting developments 
from the department. 





APPROVES STOCK INCREASE 

The State Insurance Department has 
given its approval to the increase in the 
capital stock of the Glens Falls from 
$1,000,000 to $2,500,000. By the distribu- 











ment House, Give the Following Insur- trees, says the professor, but under tion and sale of new stock the surplus 
ance Stock Quotations as of Dec. 29 existing circumstances they feel they of the company has been strengthened 
Par Value Bid Askeaq Cannot afford to do so. by $1,000,000. 
PE Ic casatswexicseccs $100 $290 $296 
American Surety ......... 50 116 122 eee ar gon 
poe Bo Mortgage Guar. .. 100 395 410 
MOOUN h cs vshncscedneecs 10 37 40 
City of N > 1 24 — 
Siow € 2 3 STANDARD 
MEME. Secécvedeceacve 25 143 147 
Franklin ssocsesccsss 46180 INSURANCE COMPANY 
s BES ccccsccosesosecs 
Globe & Rutgers ......... — 
ee a OF NEW YORK 
er ee ne 50 165 195 
gg siaaetanenbeieana = 377 383 
. MDETETY cocccccccccee - 

_ he. seeuseninewtes 100 103 199 Statement June 30, 1924 

ew Jersey 20 40 - CAPITAL $1,000,000.00 
NiQ@QrTa isscces ><" ean Ga as atte "433230, 
North ‘River’. : 3 LIABILITIES. pole a cg Oe a 433,830.37 
United States ... 20 114 118 NET SURPLUS eh thee aed sale’ 1,159,784.60 

estchester 10 43 45 TOTAL ASSETS ‘he re cc eer 2,593,614.97 

DOMINGE TO TALK ~ c 

_©.C Bemdens of the Genk Aaetind Head Office: 45 John Street, New York 

is to make a talk before the Philadelphia J. A. KELSEY, President SER: AEs, Rene 
Underwriters’ Association on January 20. 














TRIBUTE TO S. R. KENNEDY 


Thirty Friends Attend Luncheon—Insur- 
ance Society President and New 
Head of Buffalo Company 
Sidney R. Kennedy, the new president 
of the Buffalo Insurance Co., was guest 
of honor at a luncheon given in his honor 
by thirty friends (most of whom are 
prominent in the Insurance Society of 
New York of which he is president). At 
the of the luncheon, after 
short addresses and talks by C. A. Ludlum 
and James Marshall, he was presented 
with a testimonial of regard, signed by 

all present. 

In to Messrs. Ludlum and 
Marshall those attending included Ed- 
ward R. Hardy, Lyman Candee, Charles 
KE. Case, William D. Winter, Bennett 
Ellison, Carrol L. De Witt, Floyd R. Du 
Bois, Floyd N. Dull, Frank F. Koehler, 
William H. Koop, Charles R. Pitcher, 
Charles L. Purdin, J. Stewart Gilbertson, 
George E. Hayes, John H. Grady, Ralph 
H. Blanchard, R. P. Barbour, Everett S. 
Stryker, Harold P. Hall, John McGinley, 
Douglas F. Cox, Rexford Crewe, Myles 
Walsh, Walter C. Howe, Hawiey T. 
Chester, Henry Haydock, Willis O. Robb 
and Sumner Rhoades. 


conclusion 


addition 





STODDARD TO HELP CLARK 

Col. Francis R. Stoddard, former head 
of the New York Insurance Department, 
is to assist Major Johp H. Clark, late 
chief assistant United States District 
Attorney, in the important gas litigation 
in which New York State is interested. 
Col. Stoddard, who is a member of 
Greene & Hurd, 43 Exchange Place, has 
been retained in one of the state's cases 
under a special deputy attorney general 
appointment. He will continue, of course, 
to practice insurance law. Major Clark 


was looking for the best talent available 
and called upon Colonel Stoddard. 
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Form of Proof of Loss; Time 


to File 


O. Within what time limit is it neces- 


file Proof of Loss? 


Proof of Loss must be placed in 
of the company within sixty days 
the date such loss occurred. 
Q. How should such Proof of Loss be 
ade} 
\. Suitable blanks are furnished by 


company and must be filled out in 
! and sworn to by the as- 


ed stating the place, time and cause of 

r dan interest of the assured 

others in the property, sound 

nd the amount of loss or damage 
sustained, all encumbrances on the pro 


tatement if any other in 


surance was valid or covering at the time 


When Is a Loss Payable? 


Ils a compan bliged to make pay 
nt wnmediately afte uitable Proof 

n file 
Payment of loss is not due accord 
to the pol conditions until sixty 
after agreement as to the amount of 
r damage has been arrived at. In 
IS nec ary to go to an appraisal 
to ive at the actual amount of 
amage done not until sixty days after 
the rreement ha been reached by such 

1 
( usual a company to wail 
efore making payment 

Not in case of lo by fire or col 
n; but in case of total loss by theft, 
automobile companies generally take sixty 
lays; as a rule it takes that length of time 


to trace the historv of the car from th 
to the purchaser. 





Loss Department of Vewiies Fore 
Companies Answer Queries 


Definition of and Use of a Binder 


Q. What is a binder? 

A. A form in use giving temporary 
full coverage for a limited period of ten 
days during which period agent has the 
opportunity of issuing contract. 

QO. What is the purpose of a binder? 

A. To give the applicant written notice 
that insurance on the property is effected. 

QO. Is it the custom to renew a binder? 

A. Only in extreme cases if facts con- 
cerning the risk cannot be ascertained 
within ten days. 

QO. Is an earned premium charged for 
the 10 days of binding? 

A. Yes, if no policy is eventually issued 
attaching on date that binder was written. 
[f loss occurs under binder policy is issued 
and an annual premium is charged. 

Q. May a binder be cancelled? 

A. Yes, at any time. 

Q. Does the binder set 
method of cancellation? 

A : 


No. 


forth the 


QO. Is there a form of binder 
m use? 
A. Yes, it is as follows (orm at 


gencrally 


QO. Is it important that the agent ts 
suing the binder keep m Jas files an exact 
copy of ul? 

A. Yes. He provides the applicant for 
insurance with a copy, keeps a copy in_his 
liles and should forward a copy to thie 
Ilome Office. 


SPRINKLERED RISK EXPERT 

The Automobile has employed H. EF. 
Reimer, a fire insurance engineer, to 
issist agents in negotiations for insut 
ance on sprinklered and other schedule 
rate properties in the Middle Depart 
ment Territory. Mr. Reimer will make 
his headquarters in the Philadelphia 
branch office, 

















‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 
Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 

















INCORPORATED 1868 


Che Standard Fire Insuvme Co. 


OF NEW JERGEY 
TRENTON. N. J. 


QO. J. PRIOR, President 


+ 


W. M. CROZER, Secretary | 








ARTHUR COOPER DEAD 


Supply Manager of America Fore a 
Lifelong Friend of the Late 
Henry Evans 
Arthur Cooper, veteran printing and 
supply manager of the America Fore 
Companies and a popular figure with 
everyone at the head offices of the three 
compaines, died Saturday of heart dis- 

case, after a three day illness. 

Mr. Cooper was with the Continental 
over forty years. Starting as a type- 
setter, he had managed the printing ac- 
tivitics of the companies for more than 
thirty years, and was holding that posi- 
tion at the time of his death. 

Mr. Cooper was a good raconteur; 
full of reminisences of the early days of 
the Continental, and often told stories 
of how he and the late Henry Evans 
ate together in the basement of 100 
Broadway, the first business office of 
the company. 


MACDONALD WITH FIRE ASS’N. 

R. A. MacDonald has been appointed 
New Jersey special agent for the Fire 
Association and Victory, effective yes- 
terday, with headquarters at West Ho- 
boken. Since 1915 he has been New 
Jersey special for the Sun, with the ex- 
ception of the period from 1918 to 1922, 
when he represented the Rhode Island. 
Mr. MacDonald has been in insurance 
for about twenty-five years, most of this 
time being pent with the sun. 


SUES LONDON LLOYDS 


Suit has been brought in the circuit 
court at Bellville, LIL, against the 200 
underwriters of London Lloyds by The 
Joseph Frackman Co., jewelers, of Chi- 
cago. The jewelry concern carried a 
$100,000 burglary policy with Lloyds, but 
were unable to obtain a satisfactory set- 
tlement following a robbery of their 
premises last September and as a result 
have brought suit for $125,000. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Ka Pres. and Treas. 
rer Biven, hg wine and Weet. Mgr. 


Wells T. Seneeti, Seeretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organised 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capttal ......<.% *$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 





other liabilities. 8,181,979.10 
Net Surplus... *3,501,619.22 
| ee $14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As ehanged April, 1824. 
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Greta, 
Neal paseets, Vice-Pree 
John Kay, Vice-Pres. and Treas. 
Waikte Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, 
A. H. Hassinger, Secretary 
Welle T. Basectt, 


THE 
GirardF.:M. 


INSURANCE CO. 


of Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........ $1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus.... 


2.949,854.39 
1,075,257.03 
WE. +52 000e $5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 

Waite B vem, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organised 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital . ..$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 


Net Surplus... 


2,206,445 .00 
865,373.90 





. -$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 


ee eeeee 











H. M. Schmitt, President 
Neal Bassett, "Yeher ean, 
John , Vice-Pres. and Treas. 


= A. Hathaway, 
peel 
Welk, ee 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital .. . ..$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
all other liabili- 
|) eee a ran 


Net Surplus 


Waite B ven, Vice-Pres. and West. Mgr. 
tery 


. 1,819,295.35 





Tota) .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 
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B. C. Forbes Interviews Ernest Sturm 


Rise of Chairman of Fire Insurance Companies From Office Boy to President Intrigues Interviewer of 
Business Celebrities Just as it Has Managing and City Editors of Daily Newspapers 





A few months ago Ernest 


Sturm was unknown to the 
great American public. Not so 
today. His elevation to the 


chairmanship of the board of 
the American Eagle, Conti- 
nental and Fidelity-Phenix from 
office boy, has fascinated edi- 
torial writers, news executives 
and interviewers of both mag- 
zines and daily papers. Fol- 
lows herewith a_ personality 
sketch of Mr. Sturm, written 
by B. C. Forbes, publisher of 
“Forbes” (Magazine), who has 
interviewed most of the big 
figures in American industry 
and finances: 











By B. C. Forbes 


disadvantages 
advantages.” 


“Early are in reality 

So declares a man who, compelled to 
start work before finishing grammar 
school, later earned a university degree 
and now has been made head of the 
leading group of fire insurance com- 
panies in America, Ernest Sturm, suc- 
cessor to the late Henry Evans as 
chairman of the American Eagle, The 
Continental, and the Fidelity-Phenix 
fire insurance companies. 

Mr. Sturm’s career contains a sugges- 
tion for employers as well as for ambi- 
tious climbers. 

Had young Sturm’s superior been less 
sympathetic, less willing to encourage 
the youth, less appreciative of initiative, 
Sturm would not have been enabled to 
fit himself to take over so many of the 
burdens of his chief and to release him, 
in his closing years, from too heavy 
responsibilities. Quite unwittingly at 
first the employer, by his sympathetic 
co-operation, helped this youth to equip 
himself to become his most useful and 
helpful associate and burden-bearer. 


Facing Henry Evans 

It came about in this way. Office-boy 
Sturm had been promoted to a clerkship 
in the loss department and one day 
asked the head of that department if 
he could be allowed three afternoons 
off, to take the regents’ examinations. 
The department head refused, but added 
that the youth could ask Mr. Evans if 
he cared to. 

“T was almost ready to drop through 
the floor,’ Mr. Sturm relates, “when I 
finally mustered enough courage to face 
Mr. Evans. I explained to him that I 
had been studying at night school and 
that I was very anxious to get off to 
take examinations preparatory to en- 
rolling as a night student at New York 





University. 
“ “Mr. is head of your depart- 
ment. You will have to take it up with 


him. Mr. Evans replied, rather gruffly, 
I thought. 

“T explained that I had asked 
and told him what he said. 

“T have nothing to do with a matter 
of that kind’ Mr. Evans said emphati- 
cally, waiving me away. 

“But before I got back to my desk 
Mr. Evans telephoned my department 
head and told him, ‘This is the kind of 
fellow we want in this business. Of 
course, let him off to take his examina- 
tions.’” 


him 


His Motto 
Mr. Sturm’s motto well might be: 
Sweat to learn, then learn to sweat. 
Unlike most of New York’s financial 





and business magnates, Ernest Sturm 
is a native of the big city. Born on 
August 24, 1878, domestic circumstances 
and his own ambitions led him to leave 
school before he was fourteen. He took 
the first job he found. It was as office- 
boy to Henry Evans, then vice-president 
of the Continental Insurance Company. 
Mr. Evans himself had begun as an 
office-boy and ended as chief executive 
of the whole organization. Little did he 
dream that this new office boy was to 
achieve exactly the same distinction. 

“T realized that I must do two things 
in order to win advancement,’ Mr. 
Sturm told me the other day. “I must 
educate myself and exert myself to 
prove helpful to my superiors; so I at- 
tended night school and studied hard. I 
passed the regents’ examinations and 
then went to New York University—at 
night, of course. I stuck to it. I speciai- 
ized in legal and financial subjects and 
in due time received my LL.B. degree 
and was admitted to the bar. I had no 
thought of practicing law. My sole aim 
was to fit myself, the best I knew how, 
to do better work where I was.” 


Turning Education To Practical Account 
“How did you turn your education to 


practical account?” I asked, for we all 
know that there are thousands of highly 
educated young men in business organi- 
zations who get nowhere. 

“Well, I always kept my eyes open 
to see if something couldn’t be done 
better than it was being done. One of 
the things I did which made a hit with 
Mr. Evans was to inaugurate a plan for 
thoroughly analyzing, at least once a 
year, every security we owned. Up till 
then no systematic reports of this kind 
had ever been laid before the head of 
the company. 

“Another thing I did was this: I 
promptly seized the Interstate Com- 
merce Commission’s monthly statement 
of earnings and prepared comparisons 
and analyses showing how each road 
was doing. Mr. Evans was good enough 
to say that this was very useful to him, 
as it saved him the time and trouble 
of trying to keep tabs on all the figures 


as they came out from time to time 
in the newspapers. 
“As soon as the fiscal year of the 


railroads ended, | got busy and com- 
piled and analyzed their showing for the 
year. I was able to get out of my an- 
nual reports on the roads several months 
before the roads issued their annual 














know that 


time of the year. 





gasoline engines. 
less, tasteless, and 
hale a seemingly 


are closed. 


life. 
sure 


ample ventilation. 


as Ours. 


Over Sixty Years in 
Business. Now In- 
suring Over Two 
Billion Dollars in 
Policies on 3,500,000 
Lives. 


CARBON MONOXIDE GAS 


Is there a duty for insurance men? 


You and we, as fellow underwriters, 
CARBON MONOXIDE 
GAS is a frequent cause of fatalities. 
We are reminded of it especially at this 


This gas is a product of combustion 
from either stationary or automotive 


means almost immediate loss of life. 

Knowing this, it is clearly our duty to 
warn the owners of cars not to run their 
engines when garage doors or windows 


Join us in this work of safeguarding 
‘Tell every insured that the only 
protection against CARBON 
MONOXIDE GAS is fresh air and 


This is a duty, and it is yours as well 


This appeal is for the furtherance of the CARBON MONOXIDE 
WARNING, verbally or otherwise, to the General Public. 





LIFE INSURANCE COMPANY 
















It is invisible, odor- 
non-irritant. To in- 
negligible quantity 
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statements. By having the figures in 
advance, Mr. Evans and the directors 
were able to form sound judgment as 
to which of the securities would be ad- 
visable to sell and which securities it 
would be well to buy.” 

What more natural than that Mr. 


Sturm should be made financial secre- 
tary? 


Analyses of Business Conditions 


Usually a man’s future depends quite 
as much on how he spends his evenings 
as on how he spends his days. Ernest 
Sturm never found the ordinary business 
day long enough for all he aimed to 
achieve. Just as his education was won 
at night, so it was at night he did most 
of the special work which elicited the 
gratitude of the chief executive. His 
analyses of monthly and annual railroad 
reports, his diagnosis of multitudes of 
securities, were performed mostly at 
home during, as a rule, seven evenings 
a week, with Saturday afternoons, parts 
of Sundays and holidays thrown in for 
good measure, 


His later notable advancement also 
was won by the expenditure of prodigi- 
ous effort and energy at home, after 
business hours. The story is rich in 
suggestion. 

Chairman Evans had occasion to go 
to Europe. The alert Sturm conceived 
the idea of keeping his boss posted on 
what was happening at home. Although 
it was not at all a part of his duty, he 
began sending Mr. Evans a very com- 
prehensive weekly letter, full not only 
of financial information, but of news of 
political and other developments likely 
to interest the broad-gauged Evans. 
Nathan Straus, reaching Europe from 
a sojourn in South Africa, ran into Mr. 
Evans and eagerly asked him, “What’s 
the news from home?” 

Mr. Evans handed him Sturm’s latest 
epistle. Mr. Straus returned it with a 
note of cordial appreciation and the 
comment: “The writer shows under- 
standing and judgment.” 


Mr. Evans showed his weekly state- 
ment to other friends in Europe and 
some of them begged to be furnished 
with copies regularly. When Mr. Evans 
returned he so greatly missed Sturm’s 
summary of events that he asked him 
if he would not please continue to com- 
pile them. A rapidly widening circle of 
friends asked for copies. 

The upshot was that Mr. Sturm’s 
compilation was greatly enlarged and 
published monthly in a_ pocket-sized 
magazine, “Business Conditions.” At 
first hundreds and, later, thousands, 
asked to be favored with the publication 
regularly. It became widely recognized 
as absolutely the most useful production 
of its kind in the country—I recall hav- 
ing written Mr. Evans oftener than once 
expressing admiration for the man re- 
sponsible for it. 


His Spare Time 


This work stamped Ernest Sturm as 
a man out of the ordinary. To have 
compiled this vast array of facts and 
figures would have been a man-sized 
job in itself. Yet, Mr. Sturm did every 
part and particle of it in his own spare 
time at home. 

“Didn’t your wife kick and tell you 
that she was a business widow?” I 
asked. 

“No,” replied Mr. Sturm, enthusiasti- 
cally. “From the very first she encour- 
aged me to do all the things I wanted 
to do at home. In fact, there were 
times when I felt she was entitled to 
more of my time and I would have done 
so, but she urged me to keep it up and 
used to remind me that a price had to 


(Continued on page 26) 
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One of the first questions that is 
heard after a fire is, “Was it in- 
sured?” It is one of the first ques- 
tions because it is one of the most 
important considerations after a loss. 
Will the owner be reimbursed for his 
loss or will he be forced to carry 
the financial burden on his own 
shoulders? 


While this thought is uppermost 
in the minds of property. owners 
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Was It Insured ’ 
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located nearby, the agent alive to 
opportunity will use every channel to 
tell of the value of sound fire insur- 
ance. Broadsides, folders, window 
displays and newspapers are effective 
vehicles to carry this message to the 
insuring public. 


A policy in The Home Insurance 
Company of New York provides the 
protection of America’s Largest and 
Strongest Fire Insurance Company. 
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TicHOME RRS NEW YORK 
Elbridge G Snow Presvdent 
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Organized 1853 Cash Capital 16,000,000. 
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R. P. Barbour a Purtnes 
In Fred S. James & Co. 


GOES 





THERE JANUARY 15 





Resigns as Assistant Manager of North 
British & Mercantile; Founder of 
Insurance Society 





On January 15th Robert P. Barbour, 
an underwriter of wide experience and 
much ability, will become one of the 
partners of Fred S. James & Company 
of New York, United States Managers of 
the Eagle, Star & British Dominions, 
General and Urbaine, metropolitan agents 
of the National of Hartford; Borough 
Agents of the Globe Indemnity, and hav- 
ing other important interests. 

For a number of years Mr. Barbour 
has been with the North British & Mer- 
cantile and associated companies, having 
been assistant manager of the North 

British & Mercantile since January, 1922. 
He occupies a rather unique position in 
fire insurance, not only by reason of his 
underwriting connections but also be- 
cause he is the founder of the Insurance 
Society of New York, one of the most 
successful organizations in the insurance 
business, and is the author of what has 
been called the best book that has been 
written to date on fire insurance, “The 
Agent’s Key To Fire Insurance,” which 
has gone through three editions, more 
than 6,000 copies of which have been 
sold. 

Spent Year In South America 


After graduating from public schools 
in Balston Spa, N. Y., Mr. Barbour be- 
came a commercial salesman. In that 
capacity he went to South America, 
where during a year’s residence he also 
made an investigation of sales oppor- 
tunities there for products of American 
manufacture. His first insurance ex- 
perience was with IE. C. Anderson & Co., 
a brokerage concern which eventually 
was merged with Davis, Dorland & Co., 
New York. He went into the agency de- 
partment of the old Greenwich Insurance 
Co., the president of which was Mason 
EK. Stone. It was while with the Green- 
wich that he organized the Insurance So- 
ciety of New York. 

In the fall of 1901, Mr. Barbour went 
with the North British & Mercantile 
as a utility man and before long he had 
worked in practically every department 
of the company in some capacity with 
the exception of the mailing room. For 
a time he was at the city counter, then 
with the loss and the accounting depart- 
ments. His first job as a special agent 
was in the suburban field from where 
ue was transferred to eastern New York 
state, and later was brought into the 
head office as assistant general agent un- 
der C. R. Perkins, who was then general 
agent of the middle department, which, 
in the North British office consists of 
the states of New York, New Jersey, 
Pennsylvania, Maryland, District of Co- 
lumbia and West Virginia. In January, 
1918, he was made secretary of the com- 
pany where among other things, his 
duties embraced investments. 

Since being placed in charge of the 
western department two-.years ago Mr. 
Barbour made a number of trips to that 
section during .which he met hundreds 
of insurance agents. Mr. Barbour’s 
headquarters with Fred S. James & Co. 
will be in New York. 

A. J. Smith has been appointed man- 
ager of the New York City office of 
Fred S. James & Co., succeeding C. W. 
Sparks, whose assistant he had been 
for some years. Mr. Sparks has sailed 
for Europe. 


TWO NEW DIRECTORS 

Two new directors have been added to 
the National Liberty—George U. Tom- 
bers and Herbert A. Clark. Mr. Clark 
is manager of the Western Department 
at Chicago and is chairman of the exec- 
utive committee of the Western Insur- 
ance Bureau. The officers of the com- 
pany, headed by Gustav Kahr, president, 
Were reelected. 


Hyde Announces 
Legislative Plans 


RADICAL MEASURES ABSENT 





Missouri Commissioner Will Support 
Several Bills Backed By Stock 
Company Interests 





Complete agreement on a legislative 
program to be presented to the incom- 
ing Missouri legislature was reached at 


a conference between representatives of 
stock insurance companies and Ben C. 
Hyde, Superintendent of Insurance, 
held in Kansas City Monday, December 
29th. The meeting went on record as 
favoring an equitable workmen’s com- 
pensation bill, an agents’ qualification 
bill, amending of statute relating to 
town mutuals to eliminate irresponsible 


organizations now operating and a tight- 
ening up of statutes covering insurance 
brokers. If a fire marshal bill is in- 
troduced it will have the support of the 
conference. 

Superintendent Hyde, 
at the gathering, informed representa- 
tives of the Kansas City Life Under- 
writers that he would support legisla- 
tion looking to the amendment or repeal 
of article IV. of the insurance laws 
known as the “stipulated premium law.” 
He also told the life men that he knew 
nothing of a rumored measure that is 
designed to compel all insurance agents 
operating in the state to report direct 
to home offices. Such a measure would 
eliminate all general agents of life com- 
panies, etc. Hyde said he knew of no 
good reason for such a measure, and 
that he most certainly had nothing to 
do with it if such a bill had been drawn. 
Current gossip for some time is that a 
bill of that kind would make its ap- 
pearance at Jefferson City. 

While no representatives of either the 
reciprocals or mutuals attended the con- 
ference it is understood that they are in 
accord with what transpired at the gath- 
ering, and there is every indication that 
there will be little conflict between the 
various insurance interests when the 
lawmakers are in session, and that anv 
radical bills that may bob up will be 
from outside sources entirely. 

Attending the conference were: Ben 
C. Hyde, W. F. Maring, Jr., chief clerk 
Insurance Department; F. C. Child, 
president, Kansas City Insurance Agents’ 
Association; Fred H. Phillips, president, 
Missouri ‘Association of — Insurance 
agents; E. W. Phillips, member legis- 
lative committee, State Association; 
George Oppenheimer and R. L. Stewart 
of Kansas City; Paul Terry, Missouri 
Rating Bureau; W. O. Woodsmall, Mis- 
souri Fire Association; Leslie Bright 
and J. W. Rodger, Fire Underwriters’ 
Association of St. Louis, and Howard B. 
Allen, chief rater for Insurance Depart- 
ment. 


who presided 


Missouri Adopts 
Premium Credit Rule 


SIMILAR TO OTHER’ STATES 


Hyde Cooperates With Local Agents In 
Effort to Prevent Popular Form 
of Rebating 








The Missouri Insurance Department in 
the current issue of the Insurance De- 
partment Bulletin announces an_ official 
department ruling against too liberal ex- 
tension of credit on fire insurance policies 
and provided that if the premiums are 
not paid within the period named the 
policy shall be cancelled. 

The ruling, which is addressed to all 
insurance companies, agents and brokers 
licensed by the department, is as follows: 

“From and after January 1, 1925, pre- 
miums for insurance on all risks gen- 
erally classified as fire, marine, casualty 
or miscellaneous, must be collected as of 
the effective date of policy or contract or 
any renewal thereof either in cash or by 
note bearing not less than the legal rate 
of interest. Failure to make such 
lection either in cash or by note, as set 
out above, on or before the 15th date of 
the second succeeding month in which such 
policy or contract or any renewal thereof 
is effective is prime facie evidence of re- 
bating. Provided, however, that pre- 
miums for fire insurance on farm risks 
written on the installment note plan, when 
the interest is included in the computation 
of the premiums and premiums for judicial 
or court bonds are excepted from the 
provisions of this ruling. 

“The matter of the issuance of a ruling 
by the Insurance Department in regard 
to extended credit for insurance policies 
was first discussed by the representatives 
of this Department and the local agents 
and company representatives at the twenty- 
fifth annual meeting of the Missouri As- 
sociation of Insurance Agents held at Ex- 
celsior Springs, Mo., September 5 and 6. 
The concensus of opinion was that such a 
ruling by this department would be of 
much benefit to the insurance business, as 
it would help the local agents make their 
collections, would preclude a person from 
obtaining a policy, carrying it several 
months and then having it cancelled flat, 
although the property was covered all the 
time the policy was in force. 

“Tt would assist the companies in liqui- 
dating their agents’ balances and would 
save a lot of work in this regard on the 
part of the companies field men for the 
reason given above, and would result in 
an economic saving to the insurance busi- 
ness. 


Cooperates With Local Agents 


col- 


“This department made a very careful 
investigation into all poo he of the situ- 
ation. Hon. Fred H. Phillips, president of 
the State Association of Insurance Agents, 
appointed a committee to confer with the 
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EXPERIENCED FIRE INSURANCE MAN 
SOUND UNDERWRITER 
SEEKING APPOINTMENT 


Advertiser has over twenty years’ experience in important 
executive and field positions with high-class companies, includ- 
ing six years in Canada, and four and a half years as Special 
A thoroughly sound fire man—a 
Now residing in South and wishes to 
return North, seeking executive or Special Agency position in 
New York State or Canada preferred. 


Address: Box 1016 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 














Insurance Department in regard to this 
matter that the above ruling would 

Rodger, secretary-treasurer of the 
State Association of Insurance Agents, to 
represent the State Association; C. 
Kehoe to represent the St. Louis Fire 
Underwriters’ Association, and George 
Oppenheimer, representing the Insurance 
Agents Association of Kansas City. Asa 
result of the conference with this com- 
mittee the ruling as set above was drawn 
up. 

“This department is of the opinion as a 
result of its careful investigation into this 
matter that the above ruling would 
be of much benefit to the insurance busi- 
ness of this State as practically the same 
ruling has been issued by the Insurance 
Departments of various other states and 
reports from those states indicate its en- 
thusiastic reception by the members of 
the insurance profession of those states, 


and in the state of Virginia especially, the 
agents have appeared before the Insur- 
ance Commissioner of the state asking 


that practically the same ruling as set 
forth above, which has been issued by the 
Insurance Commissioner of the State of 
Virginia, be made a provision of the 
standard insurance policy on account of the 
enormous benefit the ruling has been to 
them. 

“The stated time at which a policy must 
be canceled if the premium has not been 
collected in cash or by note bearing a 
legal rate of interest, which is the fifteenth 
day of the second succeeding month in 
which such policy or contract or any re- 
newal thereof is effective, corresponds with 
the forty-five day rule used by the in- 
surance companies. This will make it 
easy for the companies to liquidate their 
agents’ balances, for at this time an agent 
will either have the premium collected in 
cash or have received a note which can 
be discounted at the bank, or should have 
in his possession the cancelled policy so 


that his account on that date can be 
finaled.” 
LOCAL MANAGER AT NEWARK 


Fred H. Welker Promoted to this Posi- 
tion With L. & L. & G.; John W. 
Short a Special Agent 


The Liverpool & London & Globe has 
appointed Fred H. Walker as local man- 
ager at the Newark branch office, which 
will in the future have supervision of 
Essex and Hudson counties in addition 
to the City of Newark, succeeding M. J. 
Price, who has passed the retiring age. 
Mr. Walker has also been appointed 
local manager at the Newark branch 
office for Essex and Hudson counties 
for the Star and Federal Union, both 
subsidiaries of the “L. & L. & G.” 

John W. Short will be associated with 
Mr. Walker as special agent. Mr. Short, 
after some years training in the home 
office, occupied the position of special 
agent in Central Pennsylvania, and 
comes to the Newark branch well quali- 
fied to assume his new duties. 

ST. LOUIS AGENTS NOMINATE 

Officers for the Fire Underwriters 
Association of St. Louis for 1925 have 
been nominated as follows: President, 
L. E. Bright; vice-president, F. C. Case; 
secretary, Joseph R. Mitchell; treasurer, 
C. J. Kehoe; executive committee, W. D. 
Hemenway, Chas. G. Petrie, Cabell 
Gray, C. M. Talbert, Sam D. Capen, J. 
F. Hickey, A. H. Hitchings and John R. 
Herkins. The annual election will be 
held January 20. 





MADE AGENCY SUPERINTENDENT 

The Star of America announces the 
appointment of W. E. Gildersleeve, Jr., 
as agency superintendent at the head 
office in New York, effective January 1. 
This appointment follows the promotion 
of D. N. Iverson to the positon of as- 
sistant secretary and is in line with the 
policy of the company in promoting to 
positions of greater responsibility men 
from within its own rnaks. Mr. Gilder- 
sleeve is at present state agent for the 
“Star” in New York State. He was 
born and educated in Brooklyn and en- 
tered the fire insurance business twenty- 
three years ago. 
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EXPLOSION 


TORNADO 

RIOT EARTHQUAKE 

CIVIL COMMOTION SPRINKLER LEAKAGE 
AUTOMOBILE USE AND OCCUPANCY 


BUILDERS’ RISK : “< : FOREIGN COVERAGE 
FLOOD RENT AND RENTAL VALUE 
HAIL SALESMEN’S SUPPLIES 


Specialty Line Insurance 


GENTS who stop after they have ferred to above that was needed, the 
sold the moderately sized fire line owner should have been offered that 
without making a decided effort to protection. Furthermore, he should 
convince the owner that he needs have the protection that either Use 
complete insurance protection, are and Occupancy or Rent Insurance 
failing to take advantage of their would afford, then the losses, as they 
opportunities and obligations. come, can bring no feeling of chagrin 
It may be any one of the lines re- or regret to the agent. 


Agents of this Company are entitled to know what we are ready to do for them to 


increase their Specialty Line business. A distinctive service is being 
offered. Speak to our field representative about it! 


UNION 
ASSURANCE SOCIETY, LTD. 


OF LONDON, ENG. 





SAN FRANCISCO ATLANTA DALLAS 


NEW YORK CHICAGO 
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Do Agents Approve 
Blotters-Calendars? 


OHIO FARMERS MAKES SURVEY 








Calendars Seem Welcome, But There 
Is Division of Opinion As To 
Blotters 





The Ohio Farmers recently made a sur- 
vey as to whether its agents wanted blot- 
ters or calendars, this being part of a ques- 
tionnaire sent out to its representatives. It 
made public some of the characteristic 
answers: 

Q. Do you think blotters are good ad- 
vertising ? 

A. Mr. Baldwin Borst of the W. H. 
Squire Company, Meriden, Connecticut, 
says, “We believe in blotter advertising.” 
Wm. I. Steinhauer of Wilkes Barre, 
Pennsylvania, says, “Yes, very good.” 

Mr. Woozley of Homestead, Pennsyl- 
vania, cannot definitely credit blotters with 
more business, but his opinion is that they 
are helpful. P. C. Fritzinger of the Ash- 
land (Ohio) agency likewise feels they 
are good business getters. 

On the other hand, some agents feel as 
does Addison Keck, Schenectady, New 
York, who answers very definitely, “No!” 

Q. Do you think Ohio Farmers calen- 
dars get more business for you? Can you 
prove it? 

A. Practically all who answered said 
they benetited from the distribution of 
Ohio Farmers calendars. Mr. Knehr, of 
Knehr & Chaffee, agents at Sandusky, 
Ohio, said, “The calendar is the best mode 
of advertising for all the year round.” An- 
other writer, from an Atlantic coast state, 
says, “We cannot say whether or not your 
calendars get more business directly or 
not—but we do know of quite a number 
of people who each year ask for the cal- 
endar with ‘the Old Man on the Fence’ 
on. So they evidently give satisfaction, for 
if a number of people take pains to speak 
of them it is probably a fact that they 
please a much greater number.” 

Another agent says, “Our patrons look 
forward to them (calendars) from year to 
year.” 

One representative who calls at the door, 
extends the’ season’s greetings, and hands 
the client or prospect a calendar, very often 
comes home with new orders for insur- 
ance. 


POWELL SUCCEEDS CRUMLEY 

J. William Crumley, special agent for 
the Scottish Union and National in Vir- 
ginia, Maryland and District of Colum- 
bia for the past two years or more with 
headquarters at Richmond has resigned. 
Frank A. Powell, special agent in the 
same territory for the Central of Balti- 
more, succeeds him. Mr. Powell went 
with the Central of Baltimore about six 
months ago making his headquarters in 
that city. He was previously a special 
agent in Virginia for the Hartford for 
several years with headquarters at Rich- 
mond. It is understood that Mr. Crum- 
ley expects to make a new connection 
shortly. 


BYRD KANSAS STATE AGENT 

Thomas H. Byrd, of Topeka, Kansas, 
has been appointed agent for the State 
of Kansas to represent the Automobile, 
the Fire and Marine Underwriters, and 
the Standard Fire. Mr. Byrd will suc- 
ceed C, J. Tichenor of Kansas City, who 
resigned his position December 31. 

Mr. Byrd has served as both local and 
special agent for the Northern Insurance 
Company, and comes to the Aetna Affil- 
iated Companies with a wide experience. 
He is particularly well informed in mat- 
ters pertaining to the crude oil business, 
one of the chief industries of his terri- 
tory. 





BOSTON CONSOLIDATION 
Barton & Ellis Co., brokers, and Rus- 
sell & Fairfield, agents, both of Boston, 
have consolidated effective January 1. 


Asks Pertinent Query 
About School Risks 


NOT PREFERRED, SAYS AGENT 





Thinks High Loss Rates Due To Fact 
That It Is Difficult To Secure 
Average On Class. 


One of the leading insurance agents 


of the East writes to THE Eastern 
UNDERWRITER asking some _ pertinent 


questions about school risks. 

“Will some of your readers kindly 
explain why insurance companies are so 
eager to write, what some of them call, 
unprofitable business?” he asks. 

“IT understand that 
garded by most insurers as producing 


schools are re- 


a high loss ratio. It has been my ex- 
perience that most companies take top 
lines on this class and call it preferred 
insurance. Isn’t the high loss ratio on 
schools due to the fact that many munic 
do not insure their 
and the 
have difficulty in securing an average 


ipalities public 


schools insurance companies 
on the class? 

“If unprofitable, why why 
call it preferred and why pay more to 
get it?” 


seek it; 


HARD NUTS TO CRACK 





Agent Asks Some Difficult Questions 
Which Are in Minds of Various 
People in the Business 

Tue Eastern UNDERWRITER has _ re- 
ceived the following questions for 
answer, the writer being a well-known 
insurance agent in the East. The que- 
ries are a little too deep to be answered 
satisfactorily, but are worth running as 
expressly a local man’s point of view: 

1. What is the so-called American 
Agency System? Has there ever been 
any “system” employed by fire insur- 
ance companies in making agency ap- 
pointments ? 

2. Has there not been an entire ab- 
sence of “system” in making agency 
appointments? 

3. Why does the appointment by an 
insurance company of a bank or trust 
company as its agent create any more 
unjust competition than the appointment 
of a fire insurance agency corporation 
with large financial connections through 
its officers or directorate? 

4. How is the so-called American 
Agency system jeopardized any more 
by the first named than by the second? 

The questions were originally sub- 
mitted for publication in “The Red Book 
of Fire and Casualty Selling,” but “were 
not suitable for publication” in that num- 
ber. 
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Advantageous 
Agency Openings 


The Philadelphia Fire and Marine In- 
surance Company will establish a few 
more agency connections. 


This is the kind of company it pays to rep- 


resent 


a powerful organization, reliable serv- 


ice and a full line of desirable policies offering 
protection on property and commercial ac- 


tivities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 

508 Walnut Street, Philadelph'a, Pa. 

209 West Jackson Boulevard, Chicago, III. 

125 Trumbull Street, Hartford, Conn. 

204-14 Pine Street, San Francisco, Cal. 

Trust Company of Georgia Building, Atlanta, Ga. 


LLOYD’S ELECTS CHAIRMAN 
P. G. Mackinnon To Be Head During 
1925; His Brother Judge 
In High Court 


P. G. Mackinnon, at present deputy- 
chairman of Lloyd’s, was recently elect- 
ed chairman for 1925. Mr. Mackinnon 
is a member of a family long associated 
with Lloyd’s. B. T. Mackinnon, his 
father, was an underwriting member 
from 1872 to 1911, and D. C. Mackinnon, 
an uncle, was underwriting member 
from 1871 to 1910. 

sy a happy coincidence Mr. Mackin- 
non was elected chairman of Lloyd’s on 
the same day that announcement was 
made of the knighthood conferred on 
F, D. Mackinnon, K. C., a brother, on 
his appointment by Premier Baldwin to 
be a judge of the High Court in the 
room of the late Justice Bailhache. Sir 
FF. D. Mackinnon, coming from a family 
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At» «=SPRINKLER 
LEAKAGE 


UNITED STATES BRANCH 
110 William Street, New York 


Horatio N. Kelsey, Manager 








so devoted to insurance, should be a 
worthy successor to Justice Bailhache 
in his capacity as Britain’s leading judge 
of insurance cases. Another brother 
of the new chairman is A. D. Mackin- 
non, a partner in the firm of Hogg, 
Lindley & Co., average adjusters. 

Kk. R. Pulbrook, who was elected 
deputy-chairman of Lloyd’s, was a mem- 
ber of the committee from 1921 to 1923 
and was re-elected to the committee at 
the annual meeting held on December 
10 last. He has served on the commit- 
tee of the London Salvage Association 
since 1920. 


JOINS MILWAUKEE AGENCY 


L. C. Hilgemann, state agent of the 
Springfield Fire & Marine in Wisconsin 
severed his connections with that 
company on January 1, 1925, and be- 
came associated with Leedom, Miller & 
Noyes Company of Milwaukee as a 
vice-president. Mr, Hilgemann has been 
with the Springfield since 1914, rising 
successively in all departments from 
accountant to Wisconsin examiner and 
assigned to the Wisconsin field in 1919. 
On August 1, 1924, this agency took 
over the Eldred Agency of Milwaukee 
and now represents twenty-three fire 
companies and are general agents for 
the Hartford Accident & Indemnity and 
the Indemnity Insurance Company of 
North America. 


HONOR J. A. WATERWORTH 


Twenty-five of the most intimate 
friends of James A. Waterworth, one 
of the managers of the Missouri Rating 
Bureau, tendered him a surprise testi- 
monial dinner at the Missouri Athletic 
Club on Friday, December 19, the occa- 
ion being the forty-third anniversary of 
his election as the first paid president 
of the old St. Louis Board of Fire 
Underwriters. He served continuously 
as president of the organization until it 
was dissolved in 1899, 
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Beha Asks State For 


Some Salary Increases Bailey-Barnes-Burnham Co., Inc., Join 


HOW NEW SCALE WOULD RUN 


Wants $9,500 for Appleton; $8,500 for 
Gordon; $7,000 Each for Smith and 
Hipp; General Incresase For All 


State Superintendent of Insurance 
James A. Beha has requested salary in 
creases in the New York State Depart 
ment of Insurance totaling $$42,025 for 

fiscal year July 1, 1925, to June 30, 


1926 

An increase from $7,500 to $9,500 is 

ked for Henry D. A,pleton, first 
deput uperintendent, which is within 
$500 of the salary now paid the super 
ntendent 

[It is asked that the salary of Daniel 


I’, Gordon, second deputy, be raised from 
»,500 to $8,500, while Terrence F. Cun 
en, third deputy, would be raised from 

“6,000 to $8,000. 

Charles G. Smith and Grady H. Hipp, 
ictuarie request their salaries be in- 
creased from $6,000 to $7,000 each. 

Thomas I, Behan, chief of the 
fraternal bureau, would receive a salary 
raise from $6,500 to $7,500, while J. La 
Verne Wood, chief of the complaint 
bureau would be increased from $4,000 

» $5,000. John A. Stephens, counsel to 
he department would welcome an in- 
rease in compensation from $5,000 to 
~),000. General graduated increases are 
asked for nearly all employees and a few 
new positions are requested. 


CRUM & FOSTER GROUP 

By cooperating in the payment of 
premiums, Crum & Foster and Allied 
Companies fire and casualty under 
vriters have enabled their employes to 
increase their group life insurance by 
$300,000 bringing the total in force to 
more than $900,000 The employes 
affected are those of the main office in 
New York City, and branch © office 
workers in Brooklyn, Atlanta, Ga., and 


San Francisco 


SPECIAL FOR SCOTTISH UNION 

Frank A. Powell, Jr., has been ap 
pointed special agent in Maryland, Di 
trict of Columbia and Virginia, for the 
Scottish Union & National to succeed 
J. W. Crumley who has resigned. Mr 
Powell is well-known in that territory 
having served the Hartford Fire and 
Central Fire in a similar capacity in 
the past. His headquarters will be in 


Richmond, Va 


TEXAS DEPARTMENT ENJOINED 


\ permanent injunction immediately 
effective, restraining Commissioner John 
M. Scott of Texas from enforcing his 
order of August 18 last, prohibiting ad 
mitted insurance companies in Texas 
from giving commissions to out-of-state 
agents or brokers on Texas. business, 
was ordered last week following a heat 
ing to restrain the commissioner filed by 
seven local agents and five insurance 
companies. 


Companies Inform Beha That 
Auto Rate Violations Will End 


Promises to adhere to filed automobile 
rate schedules are being received at the 
New York State Insurance Department 
from various companies. It will be re- 
lled that Superintendent James A. Beha 
arged that certain violations of the 
chedules had been brought to his atten- 
tion and he warned the companies not to 
ontinue to vary from the prescribed rates. 
In the letters now being received the com- 
panies pledge support to Mr. Beha’s action 
and promise to eliminate lax practices 
which might have accounted for alleged 
rate violations. 


CHARTER AGENCY 
Harold Spielberg Agency, Inc., New 
York City, has been 
Albany with $15,000 capital to sell in- 
surance, 





chartered at 
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AGENCIES COMBINE 


Forces With the The Arthur E. 
Fairbanks Agency 


Bailey-Barnes-Burnham Co., Inc., of 


Worcester, Mass., have combined with 
the Arthur I. 


Fairbanks Insurance 


Agency of that city and will hereafter be 


known as*the Bailey-Barnes-Burnham Co., 


‘airbanks. 


Inc., & Arthur KE. 


The office is now divided into five de- 
partments. ‘The fire department is under 
Fairbanks, 
the casualty and surety department under 


the management of Arthur FE. 


Ik. D. Sweet, the life department under 
LL. V. Bailey, claim department under C. 
Ie, Chamberlain, and cashier under C. E. 
Barne Each manager has complete 


charge of his department and is respon- 
sible only to W. E. Burnham, secretary of 
the company. 

Mr. Fairbanks has built up a large 
agency busness in Worcester after a suc- 
cessful career of nearly thirty years in 
fire insurance when he transferred the en- 
tire business to the new firm. This riew 
combination will have one of the largest 
insurance offices in Massachusetts outside 
of Boston. The firm has recently taken 
more space in the Slater Building, adjoin- 
ing their present offices and have one of 
the best equipped offices in Worcester. 


SMITH SUCCEEDS SPARKS 
A. J. Smith has succeeded to the man- 
agement of the city office of Fred. S. 
James & Co., taking over the position 

formerly occupied by C. W. Sparks. 





PARSONS SUPPLY MANAGER 

William Parsons is the new printing 
and supply manager of the America Fore 
Companies at the home office, succeed- 
ing Arthur Cooper, who died last week. 
Mr. Parsons has been assistant to Mr. 
Cooper for over a year, and has had con- 
siderable experience for his new post 
with the New York printing concern of 
Corlies, Macy & Company. 





FREEMAN WITH GREAT AMERI- 
CAN 


Llewellyn Freeman on Wednesday re- 
tired as secretary of the Fidelity-Phenix 
and today assumed his new position in 
the Great American, in charge of un- 
derwriting in the South-Eastern depart- 
ment. 











eon decided to dispose of its steam locomo- 
Nw tives and electrify its entire transportation 
system because the country has abundant water 
power to generate electricity while two-thirds 
of its coal supply has to be imported. @Accord- 
ingly electric locomotives and equipment for its 
entire railroad system were purchased in Pitts- 


FIREMAN’S FUND 





od 


burgh, Pa., shipped to Chile and insured in transit 
by the Fireman’s Fund. (Whether its policy 
covers the modest home of a laborer, a great 
manufacturing plant, or the railroad equipment 
of a nation — it’s the same Fireman’s Fund fur- 
nishing the same sound protection and the same 
friendly and efhcient service. 
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Indiana Men Are All 
Set for “Insurance Day” 


F. M. CHANDLER IS CHAIRMAN 





All Insurance Organizations Giving Co- 
operation; Partial List of the 
Speakers 





Frank M. Chandler, general chairman 
of “Indiana Insurance Day” convention, 
to be held in Indianapolis the latter part 


of this month, announces that final ar- 
rangements have been completed. He 


was in New York City recently, interest- 
ing people here in the series of events. 
All the insurance organizations in In- 





FRANK M. CHANDLER 


diana are co-operating. Mr. Chandler 
is manager of the Travelers in Indian- 
apolis. 

Headquarters will be at the Claypool 
Hotel, Indianapolis, where a_ get-to- 
gether meeting will be held on the eve- 
ning of January 19. On the following 
day the main sessions will be held cul- 
minating with a banquet in the evening. 

The speakers at the convention will 
include among others the following: 
Congressman C. R. Underhill of Massa- 
chusetts, one of the leaders in the fight 
against the monopolistic workmen’s 
compensation fund bill in Washington; 
Raymond W. Stevens, president of the 
Illinois Life; Jesse Phillips, general man- 
ager of the National Bureau of Casualty 
and Surety Underwriters; Claris Adams, 
well-known lawyer in insurance circles; 
and Dr. Charles J. Rockwell, professor 
of life insurance salesmanship at the 
University of Pittsburgh. 

Wednesday, January 21, will be de- 
voted to meetings of various bodies and 
local association, and also vocational 
exhibits. 


Farmer Sues a Mutual 
Hail Insurance Co. 


STRANGE PRACTICES SHOWN 





Could Collect a Total Claim of Only 3% 
of the Amount Carried; His Sad 
Awakening 





Jackson, Mich., Dec. 29.—Curious prac- 
tices and questionable reliability of mutual 
hail insurance companies were aired in the 
circuit court here a few days ago when 
Ray Campbell, a Michigan farmer, 
brought suit against the Michigan Mutual 
Hail Insurance Company, of which he was 
supposedly a member in good standing, in 
an attempt to collect insurance on his pea 
crop which he said was ruined by hail. 

It developed that while a policyholder 
could collect a total claim for only 3% of 
the total amount carried in a certain divi- 
sion, the company could and did accept pre- 
miums on policies calling for insurance of 
several times the amount collectable. 

Campbell, it was shown, was paying a 
premium on a $4,000 policy, but company 
officials testified that he could not possibly 
have collected, even had his claim been 
uncontested, more than $1,800, as only 
$60,000 worth of business had been writ- 
ten in the garden truck division. 





BROKERS’ COMMITTEE NAMED 


The following committee has been ap- 
pointed by the Fire, Marine & Liability 
3rokers’ Association of the City of New 
York to urge the insurance department 
to submit certain remedial legislation to 
the next session of the legislature: War- 
ren F. Goodwin of Hall & Henshaw, 
chairman: Robert C. Rathbone’ of 
Robert C. Rathbone & Son; John A. 
Eckert of John A. Eckert & Co.; Fred 
erick W. Goddard of Johnson & Hig- 
gins; Frank A. Mannen of Marsh & Me 
Lennan, and Alexander M. Silvey of 
Gaines & Silvey. 


CAPT. J. M. WALLACE DEAD 


Capt. J. M. Wallace, formerly Ohio 
state agent of the National of Hartford 
since the establishment of the Western 
department of the company in 1888 up 
to his retirement from active business 
about ten years ago, died last week at 
his home in Dayton, Ohio, at the age of 
eighty-six. He was one of the last vet- 
erans of the early group of Ohio field 
men. Mr. Wallace’s daughter is Mrs. 
George H. Bell, wife of the Western 
manager of the National. 





1924 NECROLOGY 


Many prominent fire insurance figu~es 
passed away in 1924, including Henry 
Evans, chairman of board of America 
Fore companies; A. W. Damon, presi- 
dent of Springfield; Colonel J. L. 
Cunningham, Glens Falls; R. Emory 
Warfield, Hanover; W. H. Stevens, Agri- 
cultural; Charles E. Sheldon, American 
of Newark; and John W. Crooks, Ohio 
Farmers. 








Particulars 











Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 


upon request. 
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TOO MANY SEPARATE PERMITS 
Dale D. Butler, of Connecticut, Suggests 
That as Many as Possible Be Com- 
bined in One, Printed in All Forms 


Dale D. Butler of Middletown, Conn., 
in discussing a needed reform in fire insur- 
ance, said to THE EASTERN UNDERWRITER: 

“There are far too many separate per 
mits necessary to be attached as riders. 
We venture to suggest that they should be 
combinéd in one, to be printed in aJl forms. 
We refer particularly to permit for radio 
and permit for oil burner heating.” 


Missouri Brokers Must Give 
Bulk of Time To Insurance 


The Missouri Insurance Department 
has decided to tighten up on the issuance 
of insurance brokers’ licenses in the 
state, effective on January 1, 1925, and on 
and after that date no broker’s license 
will be issued unless the applicant actu 
ally engages in the insurance business, de 
notes that the greater portion of his or 
her time be devoted to the business, or 
that they have some actual knowledge 
the insurance business. 


f 


However, it is provided the new ruling 
shall not apply to the person manaeine 
the insurance department of a real estate 
agency, bank, mortgage loan or trust 
company whose duties are that of han 
dling the insurance business of the institu 
tion, but which duties do not take up the 
major portion of his or her time. 


ADVERTISING DINNER 


I. L. Sullivan, advertising manager of 
the Home. was toastmaster at a dinnet 
of the Advertising Denartment of The 
Home of New York, held in the 
Home Building Monday evening. Rem 
iniscences of the past, observations of 
the present and prophecies of the future 
were told in a humorous way bv Messrs 
Durrow, Roalefs and Taylor, of the ad 
vertising staff. 

The affair was enlivened by the after 
dinner presentation of hobbies wherein 
each member of the department eave 
everyone else a present which constituted 
a knock on his or her particular hobby 

A trip to “The Follies” completed the 
evening’s entertainment. 














INSURANCE 
HARRY € FRY. Tr President 
JOHN RB. STIRICH Ser'y 

Y. A. HETRICK. Treasure: 


LOGUE BROS. & CO.. Ime. 


37 FOURTH AVENUE PITTSBURGB 








































































Many ot the Leading 
Agencies in the United 


States now Represent 


The 


ORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 
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RALPH B. Ives, President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








‘* Then give to THE WORLD the 
best that you have and the best 
will come back to you.”’ 

















PROVIDENT 


Fire Insurance Company 


8&3 Maiden Lane 
NEW YORK 


















ANTHONY MATRE, Pres. 











Colurado, Ullinois, Indiana, Iowa, Kansas, Kentucky 
Louisiana, M 

Minnesota, Missouri, Montana, Nevada, New Hamp- 
shire, New Jersey, New York, North Carolina, Ohio, 
Pennsylvania, 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 


Assets Over Two Million Dollars 
Under Same Management THE GREAT WESTERN FIRE 
INSURANCE CO.—A Reinsurance Co.—Capital $400,600 









wAPOLEON PICARD, Secy-Treas. 
LICENSED in 


Maryland, assachusetts, Michigan. 





Sovth Carolina, Tennessee, 
West Virginia, Wiscona::. 


MARQUETTE 
NATIONAL | 


Texas 





CHICAGO 
| 


A good company for good agents. 
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Blind Fire icmmees 





Agent 


Fights To Help the Sightless 


Frank H. Braislin, of East Orange, 


N. J., who has been blind since he was 
eighteen months of age, successfully con- 
ducts an insurance agency at .34 Park 


Avenue, Fast Orange, in conjunction with 


real estate work. He writes all lines of 
insurance, principally fire and casualty 
lines, and despite his physical handicap 
comes to New York City three after 
noon week to attend the Wall Street 
division of New York University 


where he is taking special courses in in 
reforms 
the 


surance and studying to secure 


in the education and training of 
sightless 


Mr 


tion and experience knows that the 


first hand posi 
sight 


sraislin from his 


less are capable of efficient self-support 
when given the right opportunity. The 
persistence of the public in -handing out 
false sympathy and charity instead of 
justice and proper recognition to the 
sightless is responsible for their present 
plight and their often being a_ public 
charge instead of usefully self-supporting 


members of a community 

The New York “Sun” recently ran an 
interview with Mr. Braislin, covering 
nearly a column concerning his efforts 
to bring relief to the blind. There is so 
much human interest in the story and the 
campaign conducted by Mr. Braislin is 
so worthy of support and commendation 
that the “Sun” interview is republished 
herewith almost in full: 


Travels Without Assistance 


“Neither in his traveling nor in his 
work at the university Mr. Braislin 
require any assistance at all. ‘T come 
over from Fast Orange by mvself. he 
savs with a little pride, ‘but that’s noth 
T can take care of myself and any 

blind person anywhere in_ this 
world, and T wouldn’t have to ask any 
more questions than vou would.’ 

“For notetaking he uses a_speciallly 
constructed typewriter, which prints 
what he writes at great speed in Braille 
on a long strip of paper. With this ma 
chine he can take as many per 
minute as anv other man in his classes 

“About himself Mr. Braislin talks 
sparingly ‘The only” thing tartling 

hont my life’ he explains with a grin. 
Ss the way it was saved when T had 
brain fever as a baby and lost mv sight 
When IT was almost dead the doctor sent 
to the drug store for a prescription. By 
a mistake horse medicine was sent in 
stead and it cured me.’ 

“About his reforms he talks 
‘The most important thing to do,’ he 
‘is to put the education of the blind un 
der the care of the Board of Education 
where it properly belongs. To keep it, 
as it is now, under a special commission 
depending for funds on the State’s char 
ity budget, is to emphasize at the very 
beginning the differences between the 
man who can see and the man who 
cannot. Instead their differences should 
be minimized, or rather accorded the 
proper proportion because they are so 
few. T look forward to the time when 
a man’s blindness will be referred to no 
more often than the color of his hair. 
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“NEW CHICAGO AGENCY 
The insurance firm of R. E. James & 
Co. has been formed in Chicago, open- 
its offices there today. The organ- 


ing 

izers include Robert E. James, youngest 
on of Fred S. James, and formerly 
vice-president of that well-known 


William M. Murray, formerly 


agency; 


in the underwriting and brokerage de- 
partments of Fred S. James & Co., and 
A. M. Jens, formerly in charge of the 
engineering department of the same 
agency. The new agency are Class 1 
members of the Chicago Board and 


will do general insurance business. 


“*Sightless persons do not ask for spe- 
cial privileges because of their infirmity. 
They do not want work for which they 
are not qualified, but they do want and 
demand“*an equal chance, from the cradle 


on in their right lines of human en- 
deavor. 

“Mr. Braislin is active politically in 
New Jersey, working tirelessly for his 


pet projects. 

““T know the changes I suggest should 
be made in New Jersey, in every state 
and anywhere else throughout the world 
and I have sufficient faith to believe that 
my own state will be started along the 
right lines before very long and other 
states will follow. 

“*This work I 
versity will make 
more prosperous insurance man, 
qualified to convince others of 
justice and folly of the present educa 
tional and legislative fallacies for which 
the blind suffer and society pays.” 
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VIRGINIA WINS ON APPEAL 

Under a decision of the special court 
of appeals of Virginia, W. J. Lennon and 
M. A. Lennon are not entitled to recover 
anything from the Virginia Fire’ & 
Marine on a $4,000 fire policy issued by 
the company to cover furniture in a 
house near Hampton which they leased 
May 24, 1921, for the purpose of taking 
boarders The decision ‘reverses action 
of the circuit court of Elizabeth City 
county in which the Lennons- were 
awarded $3,000 when they sued for re 
covery on the policy following a fire 
which destroyed the house and contents 
the early morning of July 25, 1921. 


BLUE GOOSE TO MEET JAN. 19 

The New York City pond of the Blue 
Goose will hold a big beefsteak dinner at 
Achtel-Stetters in Newark on Monday 
evening, January 19, at 6:30 o’clock. The 
entertainment committee promises plenty 
of fun and sport, not the least of which 
will involve the initiation of sev 
eral new goslings, all ready for their 
first dip of the year in the briny waters 


of Newark Bay. 
a 
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AMERICAN FIRE INSURANCE 
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UNION RESERVE INSURANCE CO. 


REINSURAN CE 


HARTFORD. CONNECTICUT 


ROSSIA INSURANCE COMPANY 
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FIRE PREVENTION PROGRAM 


National Safety Council to Feature This 
Aspect of Safety at Meeting 
In Chicago, Jan. 19. 

\n excellent fire prevention program 
will open the annual Mid-West Safety 
Conference under the auspices of the 
National Safety Council in the Hotel 
LaSalle, Chicago, January 19. 

Following is the tentative program: 

Morning Session 


1. Use and Characteristics of Small 
lire [Extinguishers (First Aid Fire Pro- 
tection)—-E. J. Smith, Underwriters La- 
boratories, Chicago. 

2. Chemical Engines and Fire Hose— 
R. W. Hendricks, Chairman, National 
lire Protection Association, Committee 
on Hose Couplings, Chicago. 

3. When a Fire Starts—Lieut. John 
Manning, Chicago Fire Department. 

4. Safety to Life—Richard Vernor, 


Western Actuarial Bureau, Chicago. 


Afternoon Session 

1. How the Illinois. Department of 
Labor and the Industries of the State 
Can Co-Operate in Accident Prevention 

Iinois Department of Labor, Chicago 

R. D. Cahn, Chief Statistician. 

2. Symposium on Safety Kinks, Safety 
Equipment and Educational Stunts— 
with [Exhibits 


and Slides. 














DENY COMPANY’S CHARGES 








Companies Accused of Violating Expira- 
tions Submit Data to Prove 
Incorrectness of Charges 


Denials have been made in every case 
to accusations made by the North- 
western National of Milwaukee that sev- 
eral other companies besides itself were 
guilty of the charge of violating the 
principle of ownership of expirations as 
defined by the National Association of 
Insurance Agents. 

The National Association has sent out 
statements explaining the reasons for 
the attacks on the Connecticut Fire and 
the London & Lancashire and apparent 
ly in both cases misunderstandings arose 
which gave apparent basis for the cor- 
rectness of the charges. Upon closer in- 
vestigation it was found, however, that 
both companies have loyally upheld the 
ownership of expirations principle and 


when clerical errors arose promptly took 
steps to prevent recurrences. 





The Federal Union Fire of Chicago 
and the American Union of New York 
are applying for admission to Virginia. 
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FIRE ASSURANCE 


of Paris, France 


1838 
FIRE INSURANCE 


of Paris, France 


1807 


EAGLE, STAR & BRITISH DOMINIONS INSURANCE CO., Ltd. 


of London, England 
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Insuring Open Credits 
and Bills of Exchange 


THIS TYPE OF COVER WANTED 





Growing in Popularity in England and 
Demand for It in the United States 
is on Increase 





One of the British insurance companies 
writing a considerable amount of credit 
or insolvency insurance is the British Gen- 
eral, the managing director of which is 
Norman Walker. Mr. Walker has recently 
delivered an interesting lecture on the sub- 
ject, taking up the open account policy and 
also the second form of policy which deals 
with bills of exchange instead of open 
credit...As the demand for this insurance 
is growing Mr. Walker’s description of 
the contracts is of importance to Ameri- 
can underwriters as there is no stock in- 
surance company in the United States 
writing credit insurance on foreign ship- 
ments. That type of insurance in not 
written by either the National Surety or 
American Credit Indemnity. 


Credit Insurance About 20 Years Old 


Credit insurance is about twenty years 
old in England, and the men largely re- 
sponsible for its development are C. E. 
Heath of Lloyd’s and H. S. Spain who 
is now manager of the Trade Indemnity 
Company. Among the companies in Great 
Britain which have had something to do 
with developing the idea of credit insur- 
ance are the Credit Assurance and Guar- 
antee Corporation, Commercial Indemnity 
& Guarantee Co., British Commercial 
Credit & Guarantee Company, Minerva 
Insurance & Guarantee Corporation and 
Standard Financial Association. The Na- 
tional Union of Bedford, England, which 
was taken over by the Property Insur- 
ance Company, was also, a pioneer. 

In discussing form of policy and con- 
ditions Mr. Walker says: 

“The open account policy recites that 
the assured is desirous of effecting an 
insurance with the insurance company 
against a proportion of any net loss which 
might arise out of the transactions with one 
or more of the persons, firms or companies 
(called the debtors) named in the schedule, 
in the event of the insolvency of any one 
or more of the debtors. That in considera- 
tion of the premium the company agreed 
to pay to the assured a percentage, usually 
50 per cent. of such sum as the assured 
may lose by the insolvency of any one or 
more of the debtors in respect of a gross 
credit owing by the debtor to the assured 
at the date of insolvency, not exceeding 
the amount specified in the schedule against 
the name of the respective debtor. 

The policy then declares that the losses 
covered shall be only such as may arise 
on the net invoice value of goods sold 
during the period (which is, of course, 
defined) and delivered to the debtor and 
invoiced and debited to him in the books of 
the assured during the said period and 
prior to the date of insolvency, or first act 
of bankruptcy of the debtor. The next 
clause provides that the goods shall have 
been sold to the debtor in the usual course 
of the business of the assured, and on the 
terms specified in the schedule, and 
emphasizes the terms of the insurance by 
providing “that the loss shall have been 
occasioned by the insolvency of the debtor 
occurring and made known to the company 
on or before the’ blank date, being the date 
of expiry of the policy.” 

Finally there appears a clause by which 
it is agreed that the Proposal and declara- 
tion by the assured is the basis of the 
contract, and the usual wording to. nullify 
the contract in the casé of any mis-state- 
ment or omission from the information 
upon which the terms of the policy are 
hased, or in connection with any claim. 


Bills of Exchange 


The second form of policy is framed on 
similar lines but deals with bills of ex- 
change instead of open credits, and the 
Principal point to note is, perhaps, that a 
definite time is specified by which date the 
bill guaranteed must be met or insolvency 
occur. The company would not, for a 
fixed and limited premium, guarantee the 
payment of a bill for an indefinite period, 


but it would be of little practical benefit 
to the assured if the policy were to lapse 
immediately a bill were dishonored. A 
period is, therefore, fixed beyond the 
maturity date of the bill, which gives the 
assured time to press for payment and, 
if necessary, to make the debtor bankrupt. 
The period allowed is generally 60 days. 
Where it is found necessary, or thought 
advisable, to continue the period for pay- 
ment of a bill, provided the company 
agrees, the policy is extended at a propor- 
tionate extra premium. 

It being a condition of the contract that 
the assured shall bear at his own risk the 
balance of the credit not covered by the 
policy, a trader cannot cover one-half of 
his risk with one company, and the other 
half with another company. 

In the case of the open account policy, 
the company does not actually knew what 
its liability is from time to time; it knows 
the limit beyond which it cannot be in- 
volved, but it does not know what actual 
trade is being done by the assured with 
the customer insured. 

Bills of exchange, must, however, be 
declared within seven days of acceptance 
on a form supplied by the company, much 
in the same way as declarations are made 
under a marine cover. 

The policy, of course, is exhausted when 
the declarations equal the turnover specified 
therein and a new polic y is taken out. 
The open account policy is, therefore, based 


on time, usually twelve months, whilst the 
bills policy is based on turnover. 

The definition of insolvency is most im- 
portant and is defined as follows: 


2 
‘An adjudication of bankruptcy or cémposition 


with creditors in legal form or execution of an 
assignment for the benefit of creditors or in the 
case of a limited company an order that the 
company be liquidated either voluntarily, com 
pulsorily or under supervision. 


It is a little doubtful whether the assured 
always realizes exactly what his policy 
covers, and not infrequently the company 
is asked to pay a claim in respect of a 
debt which is perhaps overdue, but where 
no definite act of insolvency has occurred. 





Refort any liability can attach to the com 

pany the debtor must have actually become 

insolvent in a legal sense, either by his 
215TH YEAR 
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having been made bankrupt or having made 
a composition with his creditors, or, with 
a limited company, by having gone into 
liquidation. 


Open Account 


In the case of an open account policy 
the act of insolvency must have occurred 
within the period, usually twelve months, 
for which the policy is issued. It will be 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 
The real strength of an insurance com- 
pany is in the conservatism of its man- 

agement, and the management 


HANOVER is an absolute assurance of 
the security of its policy. 
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What Babb’s Switch 


to you 


A wooden schoolhouse filled with children and their parents; 
Christmas decorations; a Christmas tree; 
careless Santa Claus. 
Switch, Oklahoma, on Christmas Eve. 


“barred windows and thirty-two men, women and children were 
burned to death. 


Has not enough of this sort of frightful news been broadcast to 


teach the obvious lesson? Will it ever be possible to jolt the public 
apathy into action? 


We have stated before and again we repeat: 


institution, including schools, asylums and hospitals, theatres, and 
hotels, should be guarded against fire to the highest degree.” 


Modern, fire resistive construction, automatic sprinkler protec- 
tion, and plainly marked, properly constructed exits will go a long 
way toward reducing fatalities due to a preventable cause. 


As an agent you are in a position to be of inestimable service. 
Be a public spirited citizen and do your bit! 


The CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK,NY. 


CASH CAPITAL 
TEN MILLION DOLLARS 


MONTREAL 


wax candles—and a 
These elements spelled disaster at Babb’s 
Retreat was cut off by 


“Every public 


PAUL L. HAID 
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obvious, however, that some of the goods 
sold during the period ir question will not 
have become due for payment until after 
the policy expires. Provided the policy is 
renewe@ for a further period this difficulty 
is overcome by an endorsement on the new 
policy, under which the company agrees 
to include liability in respect of amounts 
owing for goods sold during the previous 
period, payment for which was not due 
before the expiry of the old policy. 

In the case of bills policies, it is usual 
to allow a period of 60 days from the due 
date of acceptances. This gives the assured 
time to press for payment, and, if neces- 
sary, to take the requisite steps to make 
the debtor insolvent in the legal sense, as 
already indicated. 

Rating 

In discussing rates Mr. Walker says: 

“It is impossible to prepare schedules of 
rates and each risk must be literally rated 
on its me _ There is probably a mini- 
mum rate below which the underwriter is 
not justified in writing a policy however 
nominal the risk, and at thé other end a 
maximum rate beyond which the risk 
would be a mere gamble and not insurance 
at all. Remember, however, that no risk 
is accepted unless the proposer has some- 
thing at stake, and, as already pointed out, 
therein lies the great safeguard. It follows 
that the underwriter should have a knowl 
edge of the proposer as well as the debtor 
and his judgment as to the rates to be 
charged will be influenced by that knowl 
edge and the character of the proposer. 
If the proposer is known as a careful 
trader, with a_ satisfactory record as 
regards had debts, the underwriter is 
entitled to take that factor into considera 
tion. Whilst if he appears to be a man 
who takes great risks the underwriter will 
at once be on his guard. To sum up, the 
underwriter has to bear in mind the 


following points, and probably many 
others: 

1, Capital resources. 

2, Amount of credit in 

3. Information disclosed in 

4. State. of particular trade, 

5. History of proposer and debtor. 

6. Length of credit—particular care being 
necessary when longer credit is asked than usual 
to trade. 

7. Banker’s references. 

%. Result of other inquiries. 

“As a rule all these inquiries are made 
by the company independently but, particu- 
larly if the account is a new one, the 
proposer may be asked for the references 
which he has obtained before opening the 
account. These are usually trade refer- 
ences, but, again of doubtful value, for a 
debtor is not likely to give trade references 
unless he thinks that their reports will be 
creditable to him. It sometimes happens 
that a proposer will only do business pro- 
vided he can insure, and such cases require 
more than ordinary care. They may 
merely reflect-a more than usually cautious 
trader, but, speaking generally, an extra 
risk is indicated and they should be treated 
with extreme caution. 

“Again, some traders will trust the 
judgment of the insurance company where 
they are afraid to act on their own, for 
the insurance company (in the minds of 
such people) is infallible and they will 
shield themselves behind the insurance 
company by. satisfying themselves that, if 
it is a good enough risk for the insurance 
company, it is good enough for them. 

“To give you some idea of the rating, 
hut | naturally quote in very general terms, 
the premium for an open account policy 
for twelve months may vary from say 1 
per cent. to 10 per cent., calculated on the 
company’s liability, which is usually one- 
half of the credit. For bills declaration 
policies, a common rate is % per cent. per 
month, but, of course, for first class firms 
the rate would be much less.” 


proportion thereto. 
proposal. 





Forbes Interviews Ernest Sturm 


(Continued from page 17) 


he paid for suecess—and she always was 
willing to pay her share of the price 
What impression were Mr. Sturm’s 
intelligently directed activities, his keen 
initiative and his foresight making upon 


his employer? We have .an interesting 
record 
Service Medal 

In 1917, when presenting Mr. Sturm 
with his twenty-five-vear service gold 
medal, Mr. Evans made this statement 
to the whole force: 

Ernest Sturm’s success should be an inspira 
tion to all of the enenuyese of our companies 
He is a great help to me and his progress from 


office boy to nancial secretary is due to his 
untiring devotion to the interests of the com- 
pany and his naturally fine mind trained by 
work in night schools while earning his living 
asa cler N 


Two vears later Mr. Evans wrote Mr. 


Sturm: 

I have absolute confidence in you and, as I 
told you a few days since, I want you to get 
proper help and rid yourself of all possible de 
tail work. I am over-worked myself, I am seek 


ing relief, and if you will get yourself free you 


can help me and at the same time fit yourself 
to handle our assets 

In the following year, when Mr. 
Sturm was made treasurer, Mr. Evans 
made this comment: 

You have earned the confidence that is re- 
posed in you and there is no one connected 


with the companies that has done better work 

than you have in the positions you have filled. 
Nine years ago, when Mr. Sturm was 

still in his thirties, Mr. Evans made him 


an executor of his will. In confiding 
this information to him Mr. Evans 
wrote, “Il want to show you what con- 
fidence | have in you.” 


As years passed, the chairman leaned 
more and more upon his dynamic young 
colle ague. At one time he wrote: 

“If at any time any point for or 
against any security we hold occurs to 


you, I want you to write me a special 
letter and make a point for me to con- 
sider and pass on. I want you to. be 


practical as well as theoretical. Our 
funds are increasing. So 1 need your 
thoughtful help and suggestions. Rid 
yourself as much as possible of detail, 


even if to do so you have to get more 


real finan- 

The man 
further the 
who will win in fi- 


help, and try to get into the 
cial work of looking ahead. 
who can look ahead—the 
better—is the man 
nancial matters. 
“You are doing good work. IT am 
anxious to see you grow and win a 
strong position in the financial district.” 
Those familiar with Mr. Sturm’s rec- 
owd declare confidently that he will 
abundantly fulfill expectations. When 
Mr. Evans died this year the directors 
did not have to spend any time looking 
around for a successor. Ernest Sturm 
had so convincingly demonstrated his 
fitness for the position that his promo- 
tion was regarded as a matter of course. 


His Modesty 


“What I have done, others can do— 
and more, too,” declares Mr. Sturm 
“Every American boy can now obtain 
an education if he is sufficiently in earn- 
est. In the larger cities it is particularly 
easy to find proper educational facilities. 
I first sought a general education and 
then devoted special attention to law, 
because, after all, the direction of a 
large-scale enterprise in modern times 
calls for a knowledge of the laws bear- 
ing upon it. 

“Equipping yourself to win success 
entails, of course, self-sacrifice—if you 
choose to regard it as self-sacrifice. I 
didn’t. It was hard, long-sustained 
work; yes. But it was work in which 
I was interested, and I regarded the goal 
as worth the effort.” 

So, all along has his helpmate who, 
before her marriage to Mr. Sturm in 
1908, was L. Elsie Foster. They have 
two children, a girl of thirteen and a 
boy of seven. 

His strenuous application over a per- 
iod of more than thirty years has told 
neither on Mr. Sturm’s health nor ap- 
pearance. Small of stature, with keen, 
penetrating eyes and marked rapidity 
of motion, he looks younger than his 
forty-six years. 

“Hard work wins, it doesn’t kill,” de- 
clares Ernest Sturm. 


He exemplifies this, 


ALL THERE 





Governor, Mayor, Commissioner and Top 
Insurance Executive Address Balti- 
more Association 

The 45th annual dinner of the Associa- 
tion of Fire Underwriters of Baltimore, 
held December 16th, was a_ success. 
General Henry M. Warfield, president of 
the association, who is serving his six- 
teenth term as chief executive of the 
board, made the welcoming address. The 
toastmaster was John P. Lauber, presi- 
dent of the Central Fire Insurance Com- 
pany of Baltimore. Governor Albert C. 
Ritchie of Maryland was present to dis-: 
cuss legislative matters. The Mayor of 

3altimore also attended and was given a 
fine reception. Insurance Commissioner 
C. D. Benson discussed the 60-day limit 
in premium payment, and informed the 
insurance men that the department did 
not intend to be a bookkeeping or col- 
lecting organization. 

A witty talk was made by Alfred G. 
Martin, U. S. manager of the Northern 
Assurance. He was given a rousing ova- 
tion when he finished. The early days of 
the organization were discussed by Wil- 
liam Cunningham. The committee in 
charge consisted of Daniel H. Hamilton, 
Herbert A. Rossman, William Ellis 
Coale, Charles H. Roloson, Jr., and Edgar 
H. Donaldson. 


SMOKE & CINDER CLUB MEETING 

The Smoke & Cinder Club of Pitts- 
burgh will meet January 12 to hear J. 
C. Blair, special agent of the Fidelity- 
Phenix, speak on the topic of “Sche- 
dules.”. Mr. Blair is also a member of 
the schedule committee of the Middle 
Department Association. A paper on 
current events in the insurance world 
will be read by H. B. White, special 
agent of the American Central. Win- 
ners of the attendance contest are to 
be announced at this meeting which will 
be held in the Congress of Women’s 
Clubs Building. 

Looking for: lost policyholders before 
the days of grace expire and in time to 
mail another premium notice is found 
practicable. Suitable ‘measures can result 
in locating approximately three such pol- 
icyholders where an older method located 
one. 





‘Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 








E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 
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PACIEIC CORSE ccsscccesocceee eoMCClte Beys.c: cecece vocccecess San Francisco, Cal. 
CAROLINA- AS a osadeen ceekdStTY Bo BOD. ccccccccossecess .-Greensboro, 
SOUTHEASTE re er. Atlanta, Ga. 

LA. & MISSISSIPPI... cesaseesee “cen “James Rh, ONG i ccvrctecssscovcse «ees New Orleans, La. 


INSURANCE CO., LTD., 
OF YORK, ENGLAND 
Established 1824 


LEAKAGE, AUTOMOBILE, RIOT 


ERNEST B. BOYD, Underwriting Mer. 
WALLACE KELL Y, Branch Secretary. 


$1,625,185.05 Surplus, $1,583,778.31 








CHAS. H. POST, U. S. Mgr. 
NEW YORK 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 


555 Asylum Street, Hartford, Conn. 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


1 Liberty Street, New York 


CITY OFFICE 











SCOTTISH UNION & NATIONAL 
INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 


Assets $9,178,568.64 


A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities 
John G. Hilliard, Inc., Agent 
New York City | 


45 John Street 


Net Surplus $4,731,038.38 
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Auto Insurance Under 
Review of New York 
Legislative Body 


MEETINGS THROUGH STATE 





Understood That Subject Is So Big Com- 
mittee Will Ask Legislature For a 
Year’s Extension of Time 





In view of the great interest being 
‘taken by the insurance companies at the 
present time in state commissions to 
study compulsory automobile insurance 
and in the model compulsory automobile 
insurance bill which was printed in THE 
EASTERN UNDERWRITER last week and 
which has the endorsement of insurance 
companies, it is worthy to note that the 
joint legislative committee on motor 
vehicles of the New York Legislature 
has brought out a great deal of public 
sentiment relative to this subject in its 
hearings which have been held in vari- 
ous parts of the state, which sentiment 
is antagonistic to the idea. Among those 
on the committee are Martin J. Ken- 
nedy, State Senator in the Yorkville 
district (New York City), an energetic 
and able insurance man and a strong 
opponent of compulsory automobile in- 
surance. Other legislators on the com- 
mittee are: Lewis G. Stapley, George R. 
Fearon, Lewis F. Harder, Frederick L. 


Hackenburg. 
This committee has held a number of 
hearings, some in Rochester, some at 


the City Hall, New York, and has done 
very fine work in developing how acci- 
dents occur and in promoting the dis- 
cussion of means for relieving the acci- 
dents. 

THe Eastern UNDERWRITER under- 
stands that the committee has found the 
subject of compulsory automobile in- 
surance so big and with so many rami- 
fications that it will report back to the 
legislature in February asking that it 
be continued in order to study the sub- 
ject further. 

Some of the testimony of the commit- 
tee of interest to insurance people fol- 
lows: 


Richard H. Lee, President, National 
Motorists Association 


Personally I do not want to say 
whether compulsory insurance is neces- 
sary or not. Don’t work out your theory 
on the basis of an automobile upon the 
highway. Work it out on the basis of 
the safety of the general public. If you 
are saying to yourselves that there are 
some men who own motor cars who are 
not financially responsible, and therefore, 
when they are called upon in the courts 
of this state to pay for the loss sus- 
tained by reason of the driving of their 
car and recovery cannot be made, then 

say you must apply that generally, 
and you must say that when anyone 
in this state is called upon by the court 
to meet a loss sustained by reason of 
his action, there must be something be- 
hind that man that makes recovery 
possible, and you must apply it to the 
irresponsible tenant who permits an 
open shaft in his elevator to stand as 
a constant menace so that people may 
fall down it; and when somebody falls 
down that shaft and they want to re- 
cover, there ought to be a payment be- 
hind that man, just the same as there 
would be behind the irresponsible motor 
car driver. I say a man who has an 
opening on the sidewalk, he could say 
to us that he will protect that opening 
When the doors are open, to see that 
nobody will fall in, and if they do fall 
in he is perfectly good, and I say that 
every other irresponsible individual who 
is apt to cause loss by reason of his 
action upon the highway, ought to give 
a bond to protect the public in all of 
the actions that he may take to see that 
a recovery can be made. If you do think 
the automobilists as a class ought to 
have this insurance, I say it either ought 
to be the general law of the state, or 
it should not be enacted. 


I am against the constant enactment 
of laws for this and that and the other 
thing. Why, I could show you myself, 
with the little experience that I have 
had, the necessity for the creation of 
so many new laws that in the enforce- 
ment of them the police officials and the 
courts and the prosecuting attorneys 
would not be able to find them in the 
index, if you are going to let me pick 
out a single isolated instance and turu 
to that and say, “This man suffered, and 
there was no law that covered his case; 
therefore we ought to have a law.” 

Laws are not made for the protec- 
tion of an individual. They are made 
for the protection of the majority of the 
people of the State of New York, and 
that ought to be the basis upon which 
we operate. 

State Tax Commissioner Mark Graves 

Every impulse of mine is to hope and 
wish that we may some time, by com- 
pulsion or otherwise, persuade all the 
people who own motor vehicles to carry 
liability insurance. 


But in reaching such a condition, you 
have to consider very weighty matters. 
To start out with, we are imposing a tax 
in this State now this year on the motor- 
ists of $25,000,000. If compulsory insur- 
ance were enacted, it would probably 
mean another tax on motorists of $50,- 
000,000. 

I presume to say through compulsory 
insurance we immediately eliminate from 
the highways of this state 250,000 cars. 
Speaking individually, not as an official, 
I would not feel at all offended if that 
were done, but we must be mindful of 
the fact that the motor vehicle industry 
is the second largest industry in this 
country today. It has been organized 
and developed along certain lines. It 
means something to an industry to 
enact a law which will immediately 
climinate from the highway 15 to 20 
per cent. of the motor vehicles. It 
means something to the men who run 
gas stations, even to the people who run 
“hot dog” stands. Therefore, I can see 
the far-reaching effect of such a thing, 
and, much as I would like to see com- 
pulsory insurance, much as I would like 
to see every car covered, I think you 
have got to weigh the balance and enter 
on opposite sides of the ledger the pos- 
sible effects of such a statute. Irre- 
spective of the legal right, which Senator 
Fearon and my friend from the Trav- 
elers discussed, there might come in the 
question of the moral right of the State 
to say to the citizen “You must have 
compulsory insurance,” without any al- 
ternative provision such as a bond or 
a State fund or self insurance. I would 
dislike very much to see the Motor 
Vehicle Commission have to adopt 
a state fund such as we have in the 
Workmen’s Compensation because the 
state can not, as we all know, do things 
as efficiently and well along those lines 
as can our friends the insurance com- 
panies. Nevertheless, if you decide on 
compulsory insurance, I think you should 
give thoughtful consideration to both 
the bond feature, and I agree thoroughly 
with my insurance friends that this is 
an insurance and not a bonding problem, 
and to the extent that we are permitting 
bonding companies to write coverage 
over taxicabs in this state, we are per- 
mitting them to do insurance business, 
nevertheless haven’t we got to sacrifice 
something of theory in the actual prac- 
tice for the effect it is going to have 
upon the motoring public? 


George Dietrich, Rochester Automobile 
Club 


I once talked before this club about 
compulsory insurance, and I am fighting 
as shy of that as a crow is of gun- 
powder. 

What is the good of having a com- 
pulsory insurance law and putting a 
limit of $2,500 on a policy for a death, 
the loss of a limb, or the crippling of a 
person for the rest of his natural life? 
What is a measly $2,500 for a person 
injured in that fashion? I know if 
someone on the outside hears about this 
they are going to say: “You are raising 
the devil with us and will compel us to 


buy higher insurance.” We do not in- 
tend to do anything of the kind. 

The prudent, careful individual buys 
the high insurance. You will be sur- 
prised to hear that there are men who 
buy all they can get. All you have to 
do is read the verdicts of juries today. 
In the City of New York you see ver- 
dicts most every day of $25,000 to 
$35,000. I read one recently of $42,000 
for the loss of a leg of a man crushed 
by a truck. Until you men in the Legis- 
lature can find a way of placing an ade- 
quate limit regarding the minimum 
amount of insurance that must be 
carried, I would say that compulsory in- 
surance don’t amount to much, or 
won't. 


Henry Maples, American Automobile 
Association 

Much has been said regarding com- 
pulsory insurance. In fairness to both 
sides, we might say that if we are to 
benefit by experience resultant with 
compulsory insurance and bonding of 
taxicabs nothing be done in this regard 
until a most searching investigation can 
be made. It has been stated by a 
representative of some of the largest 
casualty companies who appeared before 
the committee that only about 30% of 
the total cars registered in this state 
carry liability insurance.. This represen- 
tative also stated that it was the general 
opinion of these companies that with 
the enactment of a compulsory insurance 
law would come a decided rate increase. 
If we are to consider this frank con- 
fession, then, gentlemen, we believe you 
will agree that the time to exact a law 
requiring compulsory insurance is not 
arrived at until definite safeguard against 
such a possibility is at hand. Let us 
profit by the experience of the taxicab 
man who is today suffering a most un- 
fair burden. 


Not Much Amity As 
Year 1925 Begins 


(Continued from page 1) 
launched under strong auspices. Insur- 
ance stocks went up in the Stock Market 
in a way greatly adding to the satisfac- 
tion of the stockholders. 

Death of Henry Evans 

The year also marked the passing of 
a great personality when Henry Evans 
of the America Fore Companies died 
His death was followed by a reversion 
to the unit organization plan by the 
group in which Ernest Sturm became 
chairman of the board of the company 
and Paul L. Haid, president. 

Another important change in the year 
was in the skippership of the New York 
Insurance Department followed by a 
stiffer supervision of insurance in this 
state in many particulars. 

Fire insurance rating in New York 
State has been placed on a more uniform 
and coordinate basis under the super- 
vision of Sumner Rhodes. 

The efforts of several radically in- 
clined insurance commissioners to se- 
cure arbitrary reductions in fire insur- 
ance rates have been blocked success- 
fully after investigation has proven such 
cuts to be wholly unwarranted. Just 
as the year closes a Missouri court 
recommends a permanent injunction 
against Commissioner Hyde’s 10% rate 
reduction order. 

George G. Bulkley became president 
of the Springfield F. & M. and it was 
also announced that the Springfield 
would launch a running mate, the Sen- 
tinel, the first effort by that company 
to have an incorporated companion 
company. 

The year again proved rough sledding 
for some of the reciprocals and for auto- 
mobile insurance mutuals. 





New Home for Company Organizations 

Announcement was made of plans for 
a new skyscraper by the National Board 
of Fire Underwriters to house also rating 
and other company organizations under 
one roof. 

West Virginia has become a 20% flat 
commission scale state. Local agents 
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there are still fighting this reduction 
and feeling runs high but it looks as 
though the lower scale would shortly 
become permanent. 

In the territory of the South-Eastern 
Underwriters Association there is grow- 
ing sentiment in favor of the 20% flat 
scale with certain modifications. This 
effort is intended to bring together the 
Association and non-affiliated companies 
in order to prevent a separation war 
throughout the South. Prospects are 
fairly bright that the various units in 
the South will during 1925 come to- 
gether in a cooperative scheme to elim- 
inate the payment of grossly excess 
commissions in order to get business. 

Problems That Remain 

Three big problems remain for con- 
sideration by the state insurance de- 
partments. These are the questions ot 
fire underwriting profits; contingent 
commissions; and uniform rating laws 
and rating schedules. Underwriting 
profits and uniform rating schedules 
constitute broadest of these matters and 
ones which will evoke plenty of discus- 
sion pro and con. The commissioners 
are going to hold public hearings on 
these questions in New York during 
March. 





50 YEARS OLD 


Celebration By Edward Brown & Sons, 
San Francisco; Long List of Com- 
panies; Strong General Agency 
Celebration of its fiftieth anniversary 
during 1925 will be observed by Edward 
Brown & Sons, of San Francisco, oldest 
Pacific Coast general agency, and a large 
one. The firm was founded in 1875 by 
the late Edward Brown and the business 
is now being conducted by his son Arthur 
M. Brown, and grandson Arthur M. 
Brown, Jr. In 1924, the forty-ninth year 
of the firm’s existence, the general agency 
had a premium income of nearly $5,000,000 
representing all branches of insurance 

except life. 

Edward Brown & Sons represent the 
Globe & Ruthers and Agricultural for fire, 
marine and automobile; the Hamilton, 
Hudson, Svea, United States Merchants 
& Shippers and the Globe Underwriters 
for fire; the United States Fire, Fire 
Association, Royal Exchange, Milwaukee 
Mechanics, Indemnity Mutual Marine, and 
Tokio, for ocean and inland marine; the 
Sea for automobile insurance, and the 
Metropolitan Casualty. 


BOSTON FIRM INCORPORATES 

Thomas F. Murphy has retired from 
Joseph E. Downey & Co., Boston agency, 
to enter the brokerage field. The firm 
has incorporated, effective January 1, 
under the name of Joseph E. Downey 
Co. of which Joseph E. Downey will be 
president, John J. Downey, vice-presi- 
dent, and F. M. Farrell, secretary. 
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| MARINE & AUTOMOBILE DEPARTMENT| 





John Ferguson, A.F.I.A. 
Marine Manager, Dies 


GAINED NOTEWORTHY SUCCESS 


Was a Leading Underwriter In Liver- 
pool For Large Group Before 
Coming Here In 1922 


John Ferguson, manager of the marine 
department of the American Foreign 
Insurance Association, died Sunday at 
Christ Hospital, Jersey City, following 
a short attack of typhoid-pneumonia. 
His death marks the passing of one of 
the ablest and most successful planters 
of American marine insurance in the 
other countries of the world. He will 
be mourned by hundreds of devoted 
friends not alone in this, his temporarily 
adopted country, but also in England 
where he spent most of his life and in 
Continental Europe. 

Cables expressing deep regret on the 
death of Mr. Ferguson and extending 
sincere sympathy to Mrs. Ferguson 
were received at the offices of the Amer- 
ican Foreign Insurance Association Tues- 
day from England,. many Continental 
centers, China, Australia, Japan and 
other places thousands of miles distant 
from New York, bearing testimony to 
the high regard in which Mr. Ferguson 
was held. One was from J. Sande- 
mann Allen, a great underwriter, whom 
Mr. Ferguson succeeded in Liverpool. 

Funeral services were held at Christ 
Church, Short Hills, N. J., Wednesday 
afternoon. It is probable that the body 
will be taken to England for burial. 
Mrs. Ferguson and their son arrived in 
3oston Monday after a hurried trip from 
England on learning of Mr. Ferguson’s 
serious illness and came immediately to 
New York. 


Mr. Ferguson had just recently re- 
turned from an extended trip to the 
Orient where he was engaged in ap- 


pointing marine agents for the A. F. 
J. A. so that American marine writing 
companies in the Association could at- 
tain a larger share of marine insurance 
written in foreign countries. He aimed 
to give American companies the same 
splendid spread of risks which has been 
the keynote of British marine insurance 
success. In the nearly three years in 
which he was engaged in this work 
Mr. Ferguson achieved splendid success. 
But constant travelling from Europe to 
this country and thence to the Far East 
was too great a drain on his small re- 
serve of strength. He was ill for sev- 
eral weeks in Australia this past sum- 
mer and shortly after his recent return 


to New York contracted the _ illness 
which culminated in his death. 
On January 9, 1924, Mr. Ferguson 


started on a trip which eventually took 
him around the world. It began by 
way of the Pacific in Japan, China and 
the Philippines. Mr. Ferguson then 
went to Australia and New Zealand, 
spending considerable time both in the 
Orient and Australia, whence he return- 
ed by way of Colombo and Egypt to 
England. Meeting General Manager 
Howard P. Moore in Paris, London and 
Liverpool, he came back to the United 
States late in November. On May 13 
Mr. Ferguson was operated upon for ap- 
pendicitis in Sydney, Australia. He 
doubtless, while apparently quite well, 
had not fully recovered from the effects 
of the operation. He continued his trip 
and finished it in accordance with his 
plans. 


Achieved Success In England 


Before coming to the United States 
Mr. Ferguson was for many years mar- 
ine underwriter for the Union Marine 
of Liverpool, and also the Norwich 
Union and Phoenix. He underwrote 
marine risks in Liverpool, Manchester 


and New York prior to 1922, his first 
appearance here being after the Union 
Marine got out of Herrmann’s office at 
the beginning of the World War. Only 
forty-six years old at the time of his 
death, Mr. Ferguson had spent twenty- 
six years in the marine insurance field 
before the A. F. I. A. brought him over 
here. Had he remained with the Union 
Marine for fifteen more years Mr. Fer- 
guson would have been retired for life 
on a handsome life pension. However, 
he elected to come to this country to 
head an undertaking promising greater 
expansion, adventure and = success, or 
failure, than the position he was occupy- 
ing in Liverpool. He gained success at 
the cost of his life. 

Mr. Ferguson’s father was one of the 
leading commanders of the Cunard Line 
vessels, having been awarded Lloyd’s 
silver medal, recognized as the highest 
honor of the sea. His family for gen- 
erations followed the sea. 

When the American Foreign Insur- 
ance Association decided to expand more 
deeply into world-wide marine under- 
writing General Manager Howard P. 
Moore deliberated for a long while over 
the selection of a capable marine man. 
He needed someone to cope with the 
natural antipathy in European and Asi- 
atic centers against foreign intrusion. 
The nationalistic feeling is much greater 
over there than in the United States. 
Moreover Mr. Moore needed some one 
well acquainted with marine underwrit- 
ing conditions the world over. 

It is no injustice to American under- 
writers to say that the man to fill the 
position could not be obtained here. 
The leading American underwriters, 
heads of their own large agencies, would 
not consider abandoning their own es- 
tablishments. Other underwriters in 
New York were not well enough versed 
in foreign underwriting nor did they 
have the essential personal acquaint- 
ances in Europe. Mr. Ferguson admir- 
ably filled this position because the 
Union Marine group wrote marine risks 
the world over and Mr. Ferguson had 
travelled considerably and had friends 
in the leading Continental agencies. On 
the basis of proven qualities he was 
selected to manage the development of 
the A. F. I. A. marine department. 


Took Hold Quickly Here 


Mr. Ferguson took hold rather quickly 
in New York. He organized his office 
and proceeded to make friends. Always 
an aggressive worker he found time to 
welcome callers most cordially and to 
chat and laugh with them at length. His 
pleasant personality was one of his 
strong assets. And to those who grew 
to know him well his sudden passing 
is all the more regretted because of his 
ever genial disposition. He appeared to 
defy ill health. 
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Mr. Ferguson made several trips to 
Europe since he joined the A. F. I 

in March, 1922, and then this year ven- 
tured to the Orient. Starting soon after 
the beginning of 1924, Mr. Ferguson 
visited Japan, China, Australia and other 
sections of the Far East, making and 
paving the way for American marine 
insurance connections. His philosophy 
was that there was always room for 
outside companies in any port of the 
world, for marine insurance is an inter- 
national business and should be con- 
ducted on that basis. Just as English 
companies have branches everywhere so 
should American companies have their 
direct representatives in foreign ports to 
care for the marine protection of Amer- 
ican commerce. One of his proud pos- 
sessions was a large wall map of the 
world showing the location of American 
agencies. 

In these days of comparative dullness 
in marine insurance, when companies 
everywhere are cutting rates and wan- 
tonly abandoning policy conditions built 
up after years of hard experience, the 

I. I. A. invasion of the old world 
is one of the few constructive develop- 
ments of the business. Mr. Ferguson 
was not an American, but an English- 
man, yet his ideas on commerce and 
international relations were sufficiently 
broad to make him a fine leader in the 
marine insurance field of an association 
composed entirely of American com- 
panies. The success he accomplished in 
less than three years will prove a fitting 
testimonial of his constant efforts. 





NEW PHOENIX MARINE OFFICE 


The Phoenix group’s marine depart- 
ment has moved to 47 Beaver Street. 
This group comprises the marine de- 
partments of the Phoenix of London, 
Norwich Union, Columbia and_ the 
Union Marine. W. C. Spelman is man- 
ager of the new office and H. Faulkner, 
secretary ‘Territory covered by the of- 
fice will include the United States, Can- 
ada, Cuba and Porto Rico. 





NORDISK REINSURES RISKS 


The United States branch of the Nor- 
disk Reinsurance, of Copenhagen, has 
canceled its existing treaties and rein- 
sured its outstanding liabilities with the 
Automobile of Hartford. It is under- 
stood the Nordisk will retire from ac- 
tive business in this country. 





APPLETON & COX, Inc. 


1 Seuth William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd.. London 
Admitted Assets, $1,326,877.59 














WRITE FOR OUR AGENCY PROPOSITION 


1924 Not Profitable 
In the Marine Field 


FOR MAJORITY OF COMPANIES 





Heavy Competition and Rate-Cutting 
Permit Profits Only to Those 
Favored by Luck 





With the close of 1924 most marine 
underwriters heaved a sigh of relie(, 
thankful that another poor year has 
gone. Not that January 1, 1925, arbi- 
trarily marks the passing of adversity 
and the appearance of prosperity but 
it does mark something from which a 
start can be made toward better things 
perhaps. With economic, industrial and 
political conditions the world over show- 
ing marked betterment during 1924, it 
is only natural that marine underwriters 
should hope to reap in their own busi- 
ness some of these benefits. 

One prominent marine underwriter in 
New York who has had years of ex- 
perience and who, therefore, is able to 
judge the year just closed in the light 
of other years, has this to say about un- 
derwriting experiences: 

“My opinion of the general result of 
marine underwriting for 1924 is that it 
will be bad. 

“We have had many serious total 
losses on the Atlantic, especially sugar 
cargoes, also the business on the Great 
Lakes has run very bad. On the other 
hand grain losses have been compara- 
tively light, fortunately. 

“In view of the improvement in theft 
and pilferage claims and partial losses, 
by using better packages, rates have 
steadily gone down. In fact, the great 
reduction in rates was not warranted by 
the slight improvement in conditions. 

“This situation brought about keen 
competition for more business to keep 
up the premium income and rates have 
gone much lower than they should and 
many lines of business are at rates 
where the business cannot possibly show 
a profit, especially writings on the Great 
Lakes which are far below what they 
should be with a hope of any profit.” 





NIAGARA WITH CAUTY 





Well-Known Marine Underwriter of 
Group of British Companies Gets 
American Company 
Frank H. Cauty, who recently lost 
some of the many companies represented 
in his marine underwriting agency, has 
now secured the powerful Niagara Fire. 
In addition to this acquisition Mr. Cauty 
also has the Liverpool & London & 
Globe, Thames & Mersey, and the North 
China. H. W. Spicer, assistant manager, 
and A. B. Grant, deputy assistant man- 
ager, are capable assistants to Mr. 
Cauty in handling marine underwriting. 
The Niagara’s Eastern marine insutf- 

ance was formerly written by Wm. 


McGee & Co. but this contract was tet- | 
minated in October, 1923. Since then | 


the Niagara has not written any marine 
risks in the East although a small amount 
of business has been written on the Pa- 
cific Coast through the company’s own 
department. 

Mr. Cauty’s office has a record for 
successful marine underwriting and the 
Niagara and Mr. Cauty seem mutually 
fortunate in making this new connec- 
tion. 
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CASUALTY AND SURETY NEWS 














More Dun & Bradstreet 
Data For Surety People 


NEGOTIATIONS ARE UNDER WAY 





Information Wanted That Is Not Now 
Furnished; Responsibility of _ 
Companies Outlined 





The Surety Association of America 
has to all intents and purposes gone on 
record to the effect that there is a limit 
to the visé, or endorsement surety com- 
panies can give to a contractor. They 
do not intend to be put in the position 
of having their writing of a bond act 
as a gilt edge letter of credit for the 
contractors of America. This is the in- 
terpretation that was given to the re- 
solution passed by the Association at its 
meeting on December, one paragraph of 
which reads as follows: 

Tt is the view of this association that no 
flexible rule can be made for determining the 
responsibility of contractors and the sufficiency 
of their bids for particular contracts; because 
such responsibility and sufficiency are composed 
of or affected by character, education, experi- 
ence, industry, ability, finances, conservatism, 
plant, special advantage for particular jobs, and 
perhaps other variable elements; and we _ be- 
lieve that responsible underwriters must in- 
dependently judge for themselves and for the 
companies they represent the relative values 
of these different elements as the occasion may 
require. 


Negotiating with Credit Rating Concerns 

On the other hand, surety companies 
are at the present time in negotiation 
with representatives of Dun and Brad- 
street in an effort to see if they cannot 
obtain more information on the con- 
tractors about whom they make 
inquiries. Too many Dun and Brad- 
street reports discuss the financial 
status of the subject rather than to offer 


instead a sidelight on his past and 
other important information. Frequent- 
ly, the surety companies are furnished, 
they allege, with the same _ superficial 
information that would be given to a 
wholesale grocer inquiring about the 
corner grocer. The information they 
want will be found in the above re- 
solution—data about character, edu- 


cation, experience, industry, ability, fi- 
nances, conservatism, plant, special ad- 
vantage for particular jobs. 

It is understood that the commercial 
rating agencies have made the point 
that they are not equipped to give all 
this information at their present scale 
of prices; that they would need larger 
staffs, etc. Just what will result from 
the negotiations is not know at the 
present time. 


Surety Association Favors Joint Con- 
ferences 

In the meantime, the Surety Associa- 
tion has gone on record favoring a per- 
manent joint conference committee of 
the Associated General Contractors, The 
American Association of Highway Of- 
ficials and engineers, The American In- 
stitute of Architects, The Casualty and 
Surety Agents Association of America, 
and the Surety Association of America, 
the conference to hold sessions not more 
infrequently than once a year. 

The surety companies feel that any at- 
tempt to make them hold the bag in de- 
termining responsibility of specifically 
named contractors and the sufficiency 
of their bids for particular contracts 
would be futile and contrary to sound 
Policy. They are perfectly willing to 
co-operate in doing their share to elim- 
nate irresponsible contractors; to en- 
courage the organization of local surety 
associations in the larger cities which 
will do some investigating; to appoint a 
contract bond committee consisting of 
representatives from each member com- 
pany which will investigate the subject 
of contract bond underwriting to make 
it stronger, more careful and more stan- 
dard; to require members wherever prac- 
tical to furnish certification by public 
accountants of financial statements ac- 


Missouri State Life’s 
New A. & H. Policies 


OFFERING BROAD COVERAGE 








_ Contain Double Payment Features; Life 


Indemnity for Total Disability 
Provided in Agreements 





The Missouri State Life, St. Louis, 
Mo., has placed on the market three new 
accident and health policies. They are 
the “Universal Accident,” the “Universal 
Health” and the “Universal Disability.” 
The Universal Accident policy is an un- 
restricted policy covering all accidents. 
In addition to indemnities for death, dis- 
memberment and loss of sight, doubling 
in the case of certain accidents, it pays 
$100 per week for total disability from 
injuries under double indemnity condi- 
tions; $50 a week for partial disability 
(double indemnity accidents); $50 a 
weck for total disability (resulting from 
ordinary accidents), and $25 a week for 
partial disability (ordinary accidents). 

The limit of payment for partial dis- 
ability is 26 weeks. It pays total dis- 
ability as long as the insured lives and 
suffers such disability. The annual cost 
for the select and preferred classes is 
$40; for extra preferred classes, $60; and 
selected ordinary risks, $75. 

The Universal Disability _policy is an 
unrestricted policy covering all accidents 
and diseases. In addition to indemnities 
for death, dicsaetabermnes and loss of 
sight, which doubles for certain acci- 
dents as in the Universal Accident 
policy, it pays $100 a week for total dis- 
ability (double indemnity), $50 a week 
for partial disability (double indemnity), 
while for ordinary accidents it is halt 
these amounts. 

The annual cost for select and pre- 
ferred classes for the ages 18 to 50 is 
$100; while for the ages 51 to 55, it is 
$135; extra preferred class, ages 18 to 
50, $120; ages 51 to 55, $155. Selected 
ordinary risks, ages 18 to 50, $135; ages 
51 to 55, $170. 

These policies also provide: Selective 
indemnity, surgical indemnities, medical 
or surgical treatment, hospital or sani- 
torium indemnity, nurses’ fees. 








companying applications for contract 
bonds; and to advocate the abolition of 
bid bonds. They are not willing to draw 
up now and pass rules about reinsurance. 

In the meantime, it is felt that the 
other associations who have been in con- 
ference, whose names are The American 
Association of State Highway Officials, 
Associated General Contractors of Am- 
erica, American Institute of Architects, 
American Society of Civil Engineers and 
National Association of Casualty and 
Surety Agents, should also take some 
action to clarify the situation, so that 
the surety companies will not have to do 
it all. 





Pas? SA 













Goneett ccident 


FIRE AND LIFE 


aASSURANCE CORPORATION. Ltd. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING, 4TH & WALNUT STS. 





PHILADELPHIA 








Stone & Cox’s Special 
Edition Liability 


REVIEW CLAIMS AND _ CASES 





Moral is That When People Are Injured 
They Bring Suit Against 
Someone 





Stone & Cox, Ltd., well-known Cana- 
dian publishers, who issue a weekly 
paper dealing with all branches of in- 
surance called “Canadian Insurance,” on 
November 27th issued a special edition 
devoted to public liability insurance. 

Among the various news items which 
it printed showing recent public liabil- 


ity claims or cases in Canada are these: 

“Runaway Team Injures Child on 
Sidewalk; Damages of $550 Awarded.” 

“Life Pension Given to Woman for 
Street Car Injury.” 

“Awarded $42,000 for Loss of Fingers.” 

“Boy’s Curiosity Costs Him Four 
Fingers and His Employers $2,2800.” 

“Expensive Department Store Acci- 
dents. Costs Insurance Company $2,300 
When Customer Slips on Soapy Floor.” 

“$5,000 Settlement of Claim for Dam- 
ages When Street Car Hit Automobile.” 

“Supreme Court Gives $6,000 to Man 
Who Lost His Eye Following a Collision 
Between His Bicycle and an Automo- 
bile.” 

“Awarded $43,000 for Loss of Finger.” 

“Beauty Doctor Sued for $50,000 by 
Woman Who Claims She is Slightly 
Bald Because of a Permanent Wave 
Treatment.” 

“Owner of Building Held Liable for 
Fall From Gallery.” 

“Woman Bought the Wrong Kind of 
Hair Tonic; Sues Druggist and Gets 
$563 Damages.” 

“Boy Hurt in Winter Sports Carnival 
Wins Suit.” 5 

“Man Injured as a Result of Hospital 
Treatment Wins Verdict.” 

“Too Much Strychnine Sold to Man 














A Progressive 


SURETY ann CASUALTY 


Company 





Who Gets $300 Verdict.” 








“$200 Paid as a Result of Injuries 
When Painter’s Scaffold Fell.” 

In an editorial telling why they get 
out a special number on liability in- 
surance, Stone & Cox, Ltd., said: 

“Statistics are not available, but we 
have no doubt whatever, that many a 
struggling firm which might have 
weathered the gale and developed into 
an influential concern, has been very 
seriously handicapped if not entirely 
ruined, by the incidence of public liabil- 
ity claims. The trouble about these 
things is that there is no fixed limit to 
the amount of damages which may be 
demanded and enforced at law. A claim 
may be for only a few dollars, for a 
soiled suit of clothes, but on the other 
hand it may be for ten or twenty thou- 
sand dollars on account of the death of 
the head of a family. In view of this 
uncertainty, it is far better to be safe 
than sorry, and the way to be safe is to 
vet in touch with the representative of 
one of the companies which transact 
Public Liability Insurance.” 





GOETSCHIUS SELLS TO GREENE 


Has Been In Insurance Business Nearly 
Thirty Years; Future Plans Not 
Announced 

G. A. Goetschius, one of the best 
known insurance men of the city, and 
regarded as an expert in automobile in- 
surance, has sold his interest in Greene 


& Goetschius, Inc., to his associate, 
Alexander Greene. 
Mr. Goetschius has been in the in- 


surance business in the city for twenty- 
cight years, having been identified with 
the Guardian of London, the Phoenix 
of Brooklyn, and the North British & 
Mercantile as a broker. In 1902 he be- 
gan specializing in automobile insurance 
and in 1918 was appointed general agent 
of the Fireman’s Fund. 

Greene & Goetschius, Inc., are gen- 
eral agents of the ‘automobile depart- 
ment of the Fireman’s Fund and of the 
Home Fire & Marine and managers for 
extensive Eastern territory for the 
Northwestern Casualty & Surety Com- 
pany of Milwaukee. 





NEW PAPER 





The Compensation Review Will be 
Edited by Fred S. Knight and Man- 
aged by L. Alexander Mack 

A new paper has made its appear- 
ance and will fill a useful position in an 
important field-workmen’s compensation 
insurance. It is called “The Compen- 
sation Review” and will be devoted ex- 
clusively to the reporting of the full 
texts of workmen’s compensation cases. 

The editor of “The Compensation Re- 
view” is Fred S. Knight while the man- 
ager is L. Alexander Mack, who is pres- 
ident of the Underwriter Printing & 
Publishing Co., 80 Maiden Lane, which 
publishes “The Weekly Underwriter.” 
“The Compensation Review” will be pub- 
lished also at 8 Maiden Lane. 
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The Standard Accident 
Forty Years Old 


Company Has One of Most Beautiful Buildings in 
Detroit; Unusually Strong Board of Directors and 
Good Executive and Agency Personnel; 
Interesting Early History 


Without much flag waving, band play- 

r or baliyhoo of any kind the Standard 
\ccident of Detroit occupies an enviable 
place in the insurance community. It 
vrites multiple lines, has an organization 
trong and forceful, occupies one of the 
most beautiful buildings in Detroit, makes 
mone plays the game with the other 
ompanies and gets along very comfortably 
vith its own people, with the public and 





L. W. BOWEN 


with its competitors. 


is progressive it is also dependable. Long 
ago it made up its mind what it wanted 
to do, and it is doing just that thing, breez- 


ing along easily, building up step by step, 
not trying to set the world alire. 

The Standard Accident is more than 
forty years old. That is not very old for 
a British fire insurance company—two ol 


which are more than 200 years old—but it 
is quite a respectable age lor an American 
casualty imsurance company, quite long 


enough for its field representatives to size 
it up and build up a big spirit of loyalty. 
During those forty years there have been 
lots of casualties which the insurance 
carriers have not insured against—the cas- 
ualty of insurance company death, for 
instance. Because so many have passed out 
or were reinsured, there has been given 
to the survivors a certain prestige. Just to 
live in casualty insurance is an achieve- 
ment, and this is  illustr ated no more 
graphically than in the case of the Standard 
Accident. which triumphed over early 
obstacles and became a big factor in the 
business. 
Determined to Win and Did 

That early experience was somewhat 
painful. In fact, for the first fifteen years 
of the company’s life it never paid a 
dividend, but back of the Standard were 
some men who had never had a failure 
and they had made up their minds that the 
Standard should make good. They were 


not only powerful people in Detroit, but 
they were patient, waiting those fifteen 
years to see the corroboration of their 


judgment that Detroit should have a real 
live casualty company. 

The story is rather interesting. 

Two men, Captain J. T. Patton and 
Clifford J. Lovell were fishing for bass 
in Lake Huron and formed the idea of 
Detroit having an accident company, dis- 
cussing the matter from all angles while 
in the boat. Captain Patton, upon his 
return, started out to interest money people 
in the new company and was lucky enough 
to sell the idea to D. M. Ferry and to 
Cc. C. Bowen. The company was organized 
with Ferry as president; Bowen, first vice- 
president, and Captain Patton, secretary. 


it began with two clerks, one of whom, the 
late FE. H. Leonard, later became vice- 
president In 1885, 2,824 risks were 
written; in 1886, 10,420 


Value of Ferry and Bowen Connections 

Despite the popularity of the company 
it was making no money at that time nor 
for a long time thereafter and the fra- 
ternity wondered how long the company 
would keep going. If they had known 


J. S. HEATON 
While the Standard 


about Messrs. Ferry, Bowen and 
interested in the company they 
would not have worried about the com- 
pany’s future. So here is a good place 
to tell something about D. M. Ferry, the 
first president, and C. C. Bowen. 

Mr. Ferry was a millionaire who was 
one of the most prominent citizens of 
Michigan. Jlead of a great garden and 
farm seed business, he had a remarkable 


more 
others 


J. H. THOM 


knowledge of conditions in rural districts 
in all parts of America. [or years he was 


about as prominent in Detroit as Henry 
l‘ord is at the present time. Associated 
with the D. M. Ferry concern was Mr. 


Bowen, who. had as much to do with build- 


ing the company foundation as anybody, 
who served it faithfully and_ efficiently 
until his death. 

One of the advantages of the Ferry 


affiliation was that the company began to 
build up as fine a line of investments as 


>. C. BOWEN 


any company in the country. Knowing 
the rural districts like a book, the com- 
pany’s financial management bought farm 
and other securities under the best possible 
conditions. 


The Board 


The company has always been strong in 
its board of directors and is particularly 
fortunate at the present time in the type 
of men on the board. The president of 
the company, Lem W. Bowen, one of the 
directors, is one of Detroit’s most sub- 
stantial citizens. He is president of several 
business institutions including D. M. 
lrerry & Co.; and is a director in numerous 
concerns, business and banking, and is said 
to be the largest individual stockholder in 


the Detroit Edison Co. At one time he 
was president of the company which 
makes the Cadillac car; in fact, was its 


first president. Among other honors held in 
Detroit was the presidency of the Board 
of Commerce. 





K. R. OWEN 


Some of the other directors of the 
Standard Accident include D. M. Ferry, 
Jr., who is vice- -president of D. M. Ferry 


& Co., and a director in various financial 
institutions; Emory Clark, president of 
the First Nation: il Bank; ‘James Holden, 
of the Security Trust Co.; Leo M. Butzel, 
general counsel for the’ First National 
Bank and now in charge of the graft 
inquiry in Detroit; the president of the 
company, Lem W. Bowen, and Standish P. 
Backus, president of Burroughs Adding 
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Machine Company. There has been a 
close link between the board and the 
executive end of the company, which seems 
well balanced in all particulars. 


Other Officers 

James S. Heaton, vice-president, in 
charge of the financial end, and nominally 
in charge of the claims division, is one of 
the mainsprings of the company. He is 
an all around man of marked abilities who 
has the confidence of prominent men in 
the financial and business world. 

John H. Thom, who is in-charge of the 
underwriting of the company, has grown 
up with it. He is well-known throughout 
the insurance world, is a student of the 
business and has had a lot to study as 
he has seen the business change a great 
deal. If he has kept a diary of the 
insurance meetings he has attended in this 
country the book would be quite a large 
one. 

J. Schofield, 


assistant secretary, in 








J. SCHOFIELD P. M. BOWEN 


charge of production, is generally regarded 
as one of the best production men in the 


country. Naturally, his acquaintance is 
large. It could not be otherwise thay 


that with a man who has traveled so much 
and met so many people, but it is an 
acquaintance containing a great many 
Standard Accident boosters. He grew up 
with the company, starting as a junior 
clerk. Not being a mere volume chaser, 
the men in the field having been well 
selected, as a result the Standard has a 
very closely knit agency force. 

Two of the most interesting and force- 
ful personalities in the company are the 
Bowen brothers—as they are known in 
the business—C, C. and Paul M. Bowen, 
grandsons of C. C. Bowen, founder of the 
company, and sons of the president. 

Secretary C. C. Bowen started with the 
company in 1912 after being graduated 
from the University of Michigan and 
taking a year and a half of instruction in 
architecture at the University of Pennsyl- 
vania. He has served the Standard in 
many departments and has held numerous 
positions with the company. His duties 
have been largely with office management 
and he has also had production depart- 
ment experience. He has represented the 
company at numerous Bureau and other 
meetings. 

Paul M. Bowen, assistant secretary, 
started with the company in 1916, was a 
captain of field artillery during the war, 
did considerable work with the production 
division, and for several months has been 
manager of the company in New York. 

At the present time in charge of office 
management is I. $. Brown, elected assist- 
ant secretary in December of this year, 
and who started with the company as a 
messenger boy in 1907, and has filled 
various positions with ability. He was 
a captain in the World War. 


Company’s Building One of Most At- 
tractive in Detroit 

When the company decided to go into 
the surety and bonding business less than 
two years ago, it wanted the best man it 
could get to take charge of that division 
and succeeded in finding one of the best in 
the country—Kennedy R. Owen, a surety 
underwriter of national reputation who h 
held responsible posts with the Globe 
Indemnity Insurance Co. of North Amer- 
ica and other companies. He is now 4 
vice-president of the Standard. 

The building of the Standard Accident 
is one of the show places in the city, not 
only attractive architecturally, but is dis- 
tinctive inside. There is even a club 
atmosphere about the rooms of 


officers, achieved by a pleasing hardwood 
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finish and the artistic taste of some of 
the officers who have adorned their walls 
with pictures showing an individual touch. 
In the office of C. C. Bowen, for instance, 
is a portrait of Rembrandt by Rembrandt. 
Of course, it is a copy, as Mr. Bowen, 
having entered the insurance and not the 
automobile business while young, is not 
one of the two dozen men in Detroit who 
could buy the original. Nevertheless, it is 
an unusual picture to see in an insurance 
office. Then he has on another wall one of 
those old Dutch Seventeenth Century maps 
of the British Isles, similar to those which 
have just been placed in a new wing at the 
Metropolitan Museum of Art. 

In Mr. Schofield’s office are some or- 
iginal paintings and drawing of cover 
designs of Standard agency and home office 
publications. 

The building houses a supply depart- 
ment which has won most favorable men- 
tion from those who pay attention to such 
things. It has one of the best printing 
plants in the city, and one which is 
economically run. The Standard prints a 
couple of newsy and interesting publica- 
tions, one for the agency force (the 
Standard Cog), and the other for the 
home office employes of whom there are 
about 600. There is a fine spirit of co- 
operation in the building which has been 
heightened by two Standard Accident social 
organizations—the Men’s Club and the 
Women’s Club. These clubs are managed 
by the employes. , 

In New York City the company has just 
moved into an entire floor at 95 Maiden 
Lane. 

DISCUSSED 1925 CONVENTION 

At an executive committee meeting of 
the Insurance Federation of the State 
of New York it was decided to hold the 
next annual meeting of that organization 
some time in May, 1925, at Utica, N. Y. 
The meeting was held in New York 
City and among the out-of-town mem- 











bers who attended were: Henry H. 
Wadsworth, of Syracuse; Willert 
Bowen, of Syracuse; A. J. Young, treas- 
urer, and Leonard L. Saunders, secre- 
tary, both of Albany. 














Helping Clients Sound 
Prevention Slogans 


IDEAS OF CHARLES L. BUSSING 





Originator of Clever Posters; Made 
Talk at National Safety Congress 
In Louisville 





Charles L. Bussing, who has been in 
the brokerage business in New York 
for thirty-one years, is a great believer 
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Cl. B. Careful 





in accident prevention. Mr. Bussing 
specializes in a liability insurance, and 
has worked out a fine idea for the use 
of his clients that will enable them to 
educate their employes to the need of 
carefulness and thoughtfulness to others. 

Through the use of bulletin boards for 
which he supplies the slogans and ideas 
for preventing accidents and through di- 
rect personal postal card to the in- 


New Rules Covering 
Compensation Line 


EFFECTIVE JANUARY 11,_ 1925 





Leon S. Senior Points Out Deposit 
Premium, Experience Rating and 
Window Cleaning Changes 





New rules governing the writing of 
compensation business as approved by 
the New York Insurance Department, 
effective January 1, 1925, as pointed out 
by the Compensation Inspection Rating 
Board of New York of which Leon S. 
Senior is manager, include new rules 
covering deposit premiums, modification 
factors and values relative to the experi- 
ence rating plan and the underwriting 
of window cleaning risks. The new 
rules in part follow: 


Deposit Premiums 


On all policies the annual premium 
shall be calculated at authorized rates 
on estimated payrolls which shall be in- 
dicated in the policy. On policies pro- 
viding for adjustment of premium when 
policy terminates, the deposit premium 
shall be the full premium calculated on 
the authorized rates on the estimated 
payrolls in the policy; on a monthly 
basis, premium shall be not less than 





dividual workers he has accomplished 
real results. A cut of one of the bul- 
letin boards is reproduced herewith. 

All his posters he signs “Al. B. Care- 
ful” and some of the snappy sayings he 
has written follow: “Don’t be. stingy 
with your signals—make your hands 
talk.” “Show your good manners when 
driving.” “Time is money but you 
can’t make money in a hospital.” “For 
the love of your children drive safely. 
It sets a good example.” 


Mr. Bussing attended the National 
Safety Congress in Louisville in Oc 
tober, making an address there. 





$e 


10% of the total annual premium; on a 
quarterly basis, not less than 33 1/3% 
and on a semi-annual basis, not less than 
60%. ’ 


Experience Rating Plan 


Incurred losses, paid and outstanding, 
shall be tabulated by year of issue ac- 
cording to the following division: (a) 
Indemnity. Report as normal indemnity, 
losses not exceeding the amount per 
case specified in Table “A,” part 1 for 
each policy year. (b) Medical. Report 
as normal medical, losses not exceeding 
the amount per case specified in table 
“A, part l. (c) “D. & P. T.” cases 
shall be reported on an average valu- 
ation basis, reporting as normal indem- 
nity the amount specified in table “A,” 
part 1, for the policy year in question 
and the remainder as excess indemnity. 


Amend section 17 of the plan dealing 
with catastrophe losses to read as fol- 
lows: 


In accidents involving injuries to two or more 
persons the individual losses shall be separately 
analyzed into normal and excess divisions but 
the normal portion of the indemnity losses (on 
the moditied basis) employed in the rating 
procedure shall be limited to $2,000 and the re- 
mainder of the indemnity losses (on the modified 
basis) shall be included as excess, subject to a 
limit of $10,800. Medical losses shall be in 
cluded at their actual value, the normal portion 
being limited to $200 and the remainder of the 
total medical loss being treated as excess. 


Window Cleaning 


The new rule governing the under- 
writing of window cleaning risks pro- 


vides a per capita charge of $277 per 
annum subject to the following pro- 
vision: 


The premium named in connection with the 
preceding classification applies to each employee 
other than those specified in the Standard Ex 
ceptions set forth in the Division of Payroll 
Rules. Upon written notice to the company the 
employer may substitute one employee for an 
other without additional premium charge. Dur- 
ing the policy period the employer may add 
other employees or may cancel from the policy 
employees previously covered, both upon a pro 
rata basis. In no event shall the premium for 
the entire policy be reduced below the minimum 
herein provided. Each pclicy shall be written 
subject to monthly audit. 




































Collision, 
Burglary. 
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Breakage. 
Fly-wheel Breakage. 


General Liability, 
Group Accident and Sickness. 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 
Liability, 








Manufacturers’ 
Liability. 









Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 


Teams __ Liability, 
Damage, Theatre, Theft. 


Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON urites: 


Accident, Automobile Liability, Auto- 
mobile Property Damage, Automobile 


Contractors’ Contingent Liability, Con- 


Breakage, Eleva- 
levator Property 
Damage, Employers’ Liability, Engine 


Golf and Game, 


Marine 


Owners’ Liability, Owners’ Construction 


Teams Property 























THE SUPER-SERVICE COMPANY 
The information they 


The important thing is—What about the hundreds who will be injured 
in all these accidents? Will they have sufficient “income protection” to meet 
the great personal expense accidents involve? 


“London” accident contracts appeal to agents who like to sell insurance 
of unquestioned protection. Those fated to be victims of 1925 accidents may 
be protected—if they buy a “London” contract NOW. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave., New York 


United States Manager 


A Million Accidents 


MPORTANT safety men from thirty-nine states met in the National 
Capital last week and discussed street accidents. 
received about 1925 was anything but encouraging. 


A recognized expert on insurance theory and practise told the gathering 
that the insurance companies are anticipating 1,000,000 street accidents next 
year. That figure, however, looks a bit high. 





C. M. BERGER 
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Small Policies Made 
Agent Many Friends 


AND DEVELOPED NEW LINES 
T. T. Tongue, Gensel Aguate, Maryland 
Casualty, Discusses $5 Automo- 
bile Accident Contract 


As an illustration of the accomplish- 
ment that is possible with and through 
$5 automobile accident policies T. T. 
Tongue & Co., general agents of the 
Maryland Casualty writes the company’s 
agency bulletin the following: 

“We have not had the time to spare to 
follow through to its very end what the 
$5 policies have done for us, but we 
have one man in our organization whose 
record we think any man could be proud 
of 

“This man began with us in September 
1923, having come from another city, 
and cast his lot among strangers in 
Jaltimore. He had been selling a few 
of the $5 policies where he came from, 
but on an absolutely cold canvass he 
started out from our office during a 
brief period each day. He was unable 
to devote more than one, two or three 
hours a day to the solicitation. 


“Here is his record: 


Month Year No. Policies Premiums 
September IGGD  casevons QD sesvcvse $205.00 
October Se weasessn) ae -soessuek 378.10 
November  xncasean OU. “avebbeen 3239.72 
December ae spegudes ee 419.54 
January 1924 xe DBD ccccrvee DM 
February eee ae ok imisnal 553.20 
March 1924 sol ae 1,099.65 
April 1924 = a 921.84 
May Oe oe 785.21 
Tune eee 15 554.85 
July . See ae 80.95 
August  \acak . 573.70 
September 1924 oous DD  ccceveve 754.45 
Detober oa io oe 496.50 

14 Months 473 $7,470.31 


“The major portion of the 473 sales 
were automobile accident policies, but 
there were several automobile policies, 
some life insurance, compensation, pub- 
lic liability and plate glass, and approxi- 
mately $200.00 more in premiums for 
fire insurance. 

“Our man will tell you frankly that this 
record is due entirely to the $5 policy, 
because he came to Baltimore a total 
stranger and the $5 policy was the best 
card he ever had.” 


AUTOMOBILE LIABILITY 

A summary of the seasons for the 
necessity for automobile liability insur- 
ance are: 

1. An automobilist was forced to pay 
$50,000 to a child who was injured by 
his car. 

2. A Virginia merchant was forced 
into bankruptcy by heavy damage 
awards arising out of an automobile ac- 
cident. 


3. A prominent man was sued for 
damages for an accident in which he 
was not involved. 


4. The great increase in the number of 
cars, many of which are driven by in- 
competent drivers, increases your chance 
of having an accident. 

5. Cars can be bought for as low as 
$50—and many owners are financially ir- 
responsible. If you were involved in an 
accident with such a man, you might 
have to pay, even though not responsible. 

6. People have caught the suing habit. 
Too often the injured person thinks: 
“How much can I get out of it?” If 
your automobile kills or injures someone 
or damages his property, a damage claim 
is almost inevitable 

7. Jury verdicts are rising. Ten years 
ago, $5,000 was considered a large dam- 
age award; today, $50,000 causes little 
comment. A court recently awarded the 
tremendous sum of $100,000! 

8. What is yours today may be some- 
one else’s tomorrow—unless you are in- 
sured. 

9. The peace of mind and the feeling 
of security that adequate insurance af- 
fords increase the pleasure of driving— 
and are worth their reasonable cost, even 
if you are fortunate and escape an acci- 
dent.—Travelers. 





G. A. GOETSCHIUS, President 


GREENE & GOETSCHIUS, Inc. 


83 MAIDEN LANE, NEW YORK 
CHAMBER OF COMMERCE BLDG., NEWARK, N. J. 


ALEXANDER GREENE, Vice-Pres. 





We invite inquiries from agents controlling desirable business 





Eastern Managers: 
NORTHWESTERN GASUALTY & SURETY CO. 





Metropolitan Automobile Managers: 
FIREMAN’S FUND INSURANCE CO. 
HOME FIRE & MARINE INSURANCE CO. 





FINE INCREASES OVER 1924 


Advance Financial Statement About 
Continental Casualty and Continental 
Assurance Companies of Chicago 
The Continental Casualty and the Con- 
tinental Assurance of Chicago, the presi- 
dent of which companies is H. G. B. 
Alexander, are in the field early with an 
advance announcement of the companies’ 
condition at the beginning of 1925. The 


new year finds the Continental com- 
panies with: 
Avimmitted Assets, .. 000:000000060009¢ Over $16,500,000 
Capital, Surplus and Voluntary Re- 

MOEWO: facauccccusnsesassesceusnees ver 4,300,000 
Premiums Written (Net after deduct- 

ing re-insurance) ..........++.++ Over 13,600,000 
Life Insurance in Force (Paid _ for 

AMEND slswanesseeeteiees cnopeenes er 50,000,000 

Increases for 1924 

Admitted Assets «0006 cescesssscced Over $1,309,000 
Capital, Surplus and Voluntary Re- 

GEE insane kaos eeacens cor estimated 50,000 
Premiums Written (Net after deduct- 

ing re-insurance) .......... estimated 100,000 
Life Insurance in Force.......... Over 10,600,000 


ALEXANDER MADE DIRECTOR 
The United States Fidelity & Guar- 
anty has elected Charles B. Alexander, 
member cf the firm of Poor & Alex- 
ander, a director. 








ZURICH 


General Accident & Liability 
Insurance Company, Ltd. 


HEAD OFFICE, Chicago EASTERN DEPT., New York 


years 
old 








BOYER MAKES APPOINTMENTS 
Vice-President And General Manager, 
U. S. National Life & Casualty 
Announces Changes 
C. H. Boyer, vice-president and gen- 
eral manager of the U. S. National Life 
and Casualty, has appointed R. E. 
Browning, formerly home office repre- 
sentative, as permanent manager of the 
branch office at St. Louis; W. L. McFar- 
land, formerly of St. Louis, as manager 
of the Omaha branch, succeeding F. A. 
Zeller, home office representative, who 
has been recently in charge of the of- 
fice; O. S. Dickinson, agent, Fort Worth, 
as assistant manager of the Fort Worth 
branch office; and N. C. Petersen, man- 
ager for the State of Montana with 
headquarters at Great Falls, for com- 
mercial and monthly premium payment 
accident and health business. William 
Phelan has been promoted to assistant 

manager in the Detroit office. 


CALLS ATTENTION TO ERROR 

The Towner Rating Bureau has advised 
its members that with the exception of one 
or two companies, all have been writing 
license and permit bonds at a rate of $5 
per annum in Bridgeport, Conn., whereas 
the rate should be $10. 








Motor Vehicle Bureau 
Issues Instructions 


HIGHWAY BOND REQUIREMENTS 





List of Districts, Their Counties and 
Headquarters; When to Issue 
Cancellation Notices 





The Bureau of Motor Vehicles has 
issued a bulletin concerning the issuance 
and handling of policies and bonds re- 
quired by the Highway Laws. Accord- 
ing to the bulletin the state of New 
York is divided into six districts for the 
issuance of omnibus and private rental 
plates, the filing of bonds, policies of 
insurance, cancellation and renewal no- 
tices, and all correspondence relating to 
cars registered in each district. 

A list of districts, district offices and 
counties of each district at which the 
omnibus and private rental plates may 
be secured follows: Albany district, 103 
Washington Avenue; Manhattan dis- 
trict, 220 W. 40th Street; Buffalo dis- 
trict, 11 W. Swan Street; Rochester 
district, Duffy-Powers Building; Syra- 
cuse district, 423% So. Salina Street, and 
the Utica district, 110 Genesee Street. 

Counties embraced by the Albany 
district office are: Albany, Clinton, Co- 
lumbia, Dutchess, Essex, Fulton, Greene, 
Hamilton, Montgomery, Orange, Put- 
nam, Rensselear, Saratoga, Schenectady, 
Schoharie, Sullivan, Ulster, Warren and 
Washington. 

Counties embraced by the Manhattan 
district are: Bronx, New York, Rich- 
mond, Kings, Nassau, Rockland, West- 
chester, Queens and Suffolk. 

Suffalo district counties are: Allegany, 
Cattaraugus, Chautauqua, Erie, Genesee, 
Niagara and Wyoming. 

Rochester district counties are: Che- 
mung, Livingston, Monroe, Ontario, Or- 
leans, Schuyler, Steuben, Wayne and 
Yates. 

Syracuse district counties are: Broome, 
Cayuga, Cortland, Madison, Onondaga, 
Oswega, Seneca, Tiogo and Tompkins. 

Utica district counties are: Chenango, 
Delaware, Franklin, Herkimer, Jeffer- 
son, Lewis, Oneida, Otsego, and St. 
Lawrence. 

Bond and Policy Instructions 

For the year 1925, all bonding and in- 
surance companies must forward their 
bonds, policies of insurance, cancella- 
tion and renewal notices to the district 
office in which the assured’s county is 
located. 

All registration numbers must appear 
on each cancellation, cancellation and 
renewal notice, and any and all papers 
forwarded to the district office. All 
bonds and policies of insurance now on 
file with the Commissioner of Motor 
Vehicles will be ineffective for the 1925 
registration numbers. All bonds must 
be written for an indefinite period. All 
policies must be written from January 
1, 1925 or date of issuance and expire 
either December 31, 1925 or not later 
than noon on January 1, 1926. 

Cancellation notices of the twenty-day 
type will be effective twenty days after 
receipt in the district office. Immediate 
cancellation notices will be effective only 
in the following cases: 

1. When persons junk cars, he or she 
who junks car must return the plates 
with immediate cancellation notice. 

2. When car is sold, transfer must be 
made on sale book of the bureau of 
motor vehicles’ and the person buying 
car must file a new policy or bond as of 
the date of transfer. 

_3. When person no longer uses car 
for hire, he must return omnibus plates. 

Reinstatement notices must be filed in 
the district offices on or before the date 
a cancellation notice is effective. 





NEW JOURNAL 
_“The Pilgrim” is the name of the of- 
ficial journal of the National Safety and 
Protective Association, of Pittsburgh. 
Secretary W. F. Lander is presenting an 
interesting and valuable organ which 
will be of great service to the society. 
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Some men have both automobiles and 


common sense. 
automobiles. 


Others merely have 





* * * 


Success of Three Pennsylvania Inter- 
Insurers 


The above observation frequently 
comes to the minds of automobile in- 
surance executives as they hear sad 
news from the loss departments, and to 
the minds of agents and brokers as they 
think of lines they cannot control. 

But talking of common sense—is there 
not a flaw somewhere in the methods by 
which stock insurance combats automo- 
bile reciprocals and non-agency mutuals, 
or is the failure (so often) of the agent 
and broker due to the stupidity or ig- 
norance or indifference of the public? 
I hear that three carriers of the inter- 
insurer type, starting not so long ago in 
Pennsylvania, have piled up a premium 
income so far of $1,700,000. And they 
did that despite very aggressive com- 
petition from experts of insurance pro- 
duction: the insurance agents and bro- 
kers of Pennsylvania who were armed 
with all the stereotyped arguments 
against the inter-insurers, such as the 
strength of stock company insurance, 
its dependability, the service which its 
representatives on the spot can give, its 
long and successful experience writing 
automobile insurance and adjusting auto- 
mobile losses, strong home office staffs, 
the local pride of the agent and adjust- 
er in wanting the satisfaction as well as 
advertisement of having his client satis- 
fied. 

To bolster up these arguments of a 
positive nature there were others of a 
negative nature: the bad experience so 
many people have had with weak auto- 
mobile reciprocals and non-agency mu- 
tuals; their many failures; unfortunate 
experiences with assessments and even 
being sued in court; difficulty of lo- 


cating “headquarters” in case of loss, 
ete, 











* * * 


What is the Reason? 


If the Pennsylvania inter-insurers 
triumphed despite all their handicaps 
there must be a reason. What is it? 
_4n the first place, the American buy- 
ing public is a bargain loving public. 
It regards current stock company insur- 
/ance rates as too high. It eagerly fol- 
lows a piper who plays a tune of offer- 
)'Ng something which is an apparent 
Saving. It will accept the statement of 
f4 suave solicitor without investigation. 
\ The American buying public is not 
ee particularly by age, precedent, 
; ‘tadition, experience. It is a gambling 
Public. Ten insurance carriers of a 
j class may fail. That was tough luck for 
= the policyholders or certificate owners in 
i those carriers, but the buyer is certain 
that the carrier he patronizes will have 
better luck. If his hopes are disappoint- 
td, he nurses a grouch and decides to 
patronize something more stable next 


time, but his neighbor doesn’t learn a 
lesson thereby. 

















The American buying public likes no- 
velty, change. It will take a chance and 
patronize anything that looks good at 
first sight. 

The American buying public is easily 
bored. Therefore, it frowns at figures, 
statistics, data, information. 

The American public is a “first im- 
pression” public. The salesman across 
the desk frequently counts for more in 


the sale than the institution behind the 
contract. 
* * Ox 


No Solution in Sight 

What’s the solution of it all? Low 
rates? Well, how can that elysium be 
reached when jury verdicts are so high, 
carelessness rampant and organization 
personnel so essential? 

Until this situation improves, the pros- 
pect of lower rates is dim and the pros- 
pects for new people going into the auto- 
mobile insurance business as carriers 
and succeeding in cutting down the 
premium volume of established pro- 
ducers and companies will continue 
bright. It is true that more scientific 
and common sense automobile under- 
writing will bring about some improve- 
ment. At the start, automobile insur- 
ance was an adjunct, a sideline, a feed- 
er for other divisions of insurance. A 
poor auto risk was blindly accepted be- 
cause with it came good risks in other 
divisions of the business. But for some 
years now automobile insurance has 
been standing upon its own resources, 
which is as it should be in view of the 
tremendous size of this business. 

In the meantime, reforms are slow 
moving and the producers are seeing the 
inter-insurers, reciprocals, non-agency 
mutuals, self-insuring automobile clubs 
and others walk away with millions of 
dollars of premiums. 

Probably some great stock company 
production genius will arise and convince 
the public that his way of providing in- 
surance is much more satisfactory than 
any other way. But he has not un- 
covered his identity yet. 

* * * 


A Peculiar Surety Loss 
Some time ago the Globe Indemnity paid 
a loss of $22,492 to an Oakland (Cal.,) 
bank, and behind this claim is a sad story. 
Here it is as narrated by the Globe: 
The payment was due as a result of a 


The &mployers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 


LIABILITY, STEAM BOIL 
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SAMUEL APPLETON, United States Ms. 
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hold-up staged at one of the  bank’s 
branches. As the robbers were speeding 
away from the scene of the hold-up a 
satchel containing the money which had 
been taken from the vault fell out of the 
machine. A kind-hearted and honest auto- 
mobilist traveling in the same direction 
picked up the satchel and chased the bandits 
for two or three miles, finally overtaking 
them. Not realizing the circumstances he 
handed over the satchel to them, for which 
they thanked him very kindly, remarking 
that it was refreshing to find an honest 
man, and proceeded on their way. The 
benevolent automobilist was much surprised 
when informed a day or so later than he 
had been an unsuspecting accomplice in a 
daring holdup. 
* * * 
Suppressing Information About Risk 
Cancellations 

At a recent meeting of company execu- 
tives on the occasion of a dinner of the 
National Bureau of Casualty & Surety 
Underwriters, one of the leading execu- 
tives discussed the fear which some brokers 
inspire in company executives. He re- 
ferred particularly to the suppression of 
information by a company on undesirable 
risks for the benefit of a broker, and per- 
mitting that broker to shift such risks 
around from one company to another, 
keeping dark information respecting can- 
cellations. Especially he had reference to 
automobile fleet risks, but the same lack 
of cooperation is evident in individual auto- 
mobile risks as well as compensation and 
other lines of business. Some companies 
are so fearful that they will offend the 
broker or get a reputation for not co- 
operating with brokers that they will dis- 
continue a broker’s entire account in their 
office and then suppress information re- 
garding it and allow some other company 
member of the Bureau to accept the busi- 
ness, whereas if the information had been 
given to them confidentially, or to some 
Central Bureau, the undesirable risks and 
brokers would soon be eliminated from the 
hooks of the member companies. There 
are too many of these brokers in the cas- 
uality business in New York, and the 
speaker said that if the companies would 
only get together in a more genuine spirit 
of co-operation, they would soon drive 
them and their business away from the 
companies that are members of the Bureau. 


Unemployment Reserve Funds 

The General Electric Company is now 
added to the growing list of substantial 
industrial concerns that have put into 
effect well considered plans for stabiliz- 
ing employment, including unemploy- 
ment reserve funds. The General Elec- 
tric Works at Schenectady had set aside 
$2,000,000 to keep departments of the 
works in operation during the present 
slump in orders. Every department cap- 
able of producing goods for stock would 
he kept occupied under the plan, and the 
stock would be stored in various build- 
ings at the plant. It was explained that 
while the company customarily produces 
only upon order, it has been decided to 
produce electrical apparatus and ap- 
pliances for stock, to obviate the neces- 
sity of laying off thousands of employees. 
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The Travelers Broadcasting Station 

The Travelers Insurance Co., the Trav- 
elers Indemnity Co. and the Travelers 
Fire Insurance Co. are going into the 
radio broadcasting business. High up 
on the Travelers Building will be found 
station WTIC, and a good account of 
itself can be expected from this station 
by radio fans in keeping with the usual 
eycellence of Travelers output. 

* *k * 


Blacklists Grape Juice 


Representatives of the fraud bond de- 
partment of one of the surety companies 
in looking over a new Prohibited 
list the other day were confronted with 
these among other items: 

Soft drink parlors (selling 

Restaurants (selling liquor). 

All grape juice concerns. 
One of the company’s brokers said to 
me: “How are we going to know if 
a soft drink parlor sells liquor and how 
are we going to know if a restaurant 
sells liquor? I can sell surety bonds, 
but I don’t think I could qualify as a 
Prohibition Agent. That grape juice 
item is interesting but not to me as 
| have none of those ‘manufacturers’ on 
my prospect list.” 

The grape juice classification will be 
interesting to the two great boosters of 
that drink: William Jennings Bryan 
and Josephus Daniels, both retired— 
very much retired—citizens today. 


liquor). 





GROWING LIBRARY 





Workmen’s Compensation Publicity Bu- 
reau Adding to Number of Its 
Volumes 


In his annual report F. Robertson-Jones, 
of the Workmen’s Compensation Publicity 
Bureau, says relative to its library: 

“One of the objects and purposes of this 
Bureau, as stated in our constitution, is the 
establishment of an adequate library cov- 
ering the subject of workmen’s compensa- 
tion, not only in this country but in Eu- 
rope. In conformity with that purpose, a 
number of agcessions have been made to 
our library during the past year. 

“We have also sought to build up a 
working law library for reference pur- 
pose and every year we have acquired the 
latest session laws of the various states 
that were obtainable and also new statu- 
tory compilations and revisions; so that 
the Bureau now has the statutory laws of 
almost all of the States and territories, 
up to date. 

“By a system of exchanging our litera- 
ture, we have come into possession of valu- 
able official publications issued by the 

Jnited States Government and the various 
states.” 

Safety First Agency, Inc., Schen- 
ectady, N. Y., insurance agency, has 


been chartered at Albany with $25,000 
capital. 
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Life Indemnity 
Health Insurance 


FULFILLS PROTECTION SPIRIT 


H. G. Helm, U. Ss. F. & G., Believes 
Companies Should Not be Used 
As Charitable Institutions 


In discussing the life indemnity feature 
of health contracts from the standpoint 
of fulfilling the spirit of income protec- 
tion, H. G. Helm, underwriter of the ac- 
cident and health department of the 
United States Fidelity & Guaranty says: 

“Life indemnity health insurance has 
to many men in accident and health 
underwriting appeared to be rather an 
innocent form of coverage as we can all 
recall that very few of the health claims 
coming under our personal notice ex- 
tended beyond fifty-two weeks. In the 
vast majority of cases the claimant 
either terminated his disability by dying 
or recovering at least temporarily from 
the illness from which he suffered. 

“However, it does not take many ‘life 
pensioners’ to boost a loss ratio and al 
though the policyholder who will have 
a period of disability of a year or more 
is rare, the occurrence of only a few 
such liabilities does a great deal of harm 


to the profit sheet. 
“Quotation of a few figures illustrates 
this very clearly: 
Policy Form Earned Prem. Losses Loss Ratio 
Life Ind. $1,189,722 $915,704 769 
52 weeks 4,596,261 2,788,076 600 
“The difference of 163% seems to be 


that health insur- 
without a time limit is very un- 
healthy for the insurer—at least with the 
present rate and the present methods of 
handling the business. 

“Personally I believe that the com- 
panies which are handling health in- 
surance should write life indemnity in 
order to properly fulfill the spirit of in- 
come protection, but | don’t believe in 
them being used as a charitable organi- 
zation. 


very good evidence 


ance 


Favors Waiting Period 
“A life income form should be pro- 
vided for the insuring public but the 
following rules and restrictions might be 
beneficial : 


1—At least a two weeks’ waiting 

period on any period of disability. 
Total disability provision only, no 

partial benefits. 

3-—No hospital, surgical or nurses’ 
ees 

4—Medical examination required be- 
lore issuance of any policy. 

“Such a form would be designed for 
the individual who desires coverage 


against a serious loss extending over a 
period long enough to be embarrassing 
from his financial viewpoint if not actu- 
ally disastrous. 

“What the actuaries would say about 
the rate for such a form, I do not know, 
but it seems that in view of the curtail- 
ment of benefits and the requirement of 
medical examination that a very material 
reduction in premium could be accom- 
plished and as a result this form of 
coverage would be much more popular. 
Health premiums at the present time 
are so high that it is either looked upon 
as a luxury or as a sure fire money 
making investment. 

“If premiums can be 
duced and the field of policyholders en- 
larged the liability will be scattered over 
a larger number of risks with the result 


materially re- 


that the average honesty and _ good 
health of the human race will have a 
better chance to register in the loss 


ratio column.” 


TEETH INSURED! 


While enjoying the current events in 
the movies last night I noticed flashed 
on the screen a picture of Ruth Gillette, 
an actress, displaying a perfect set of 
teeth. Miss Gillette has had this per- 
fect set of teeth insured against dam- 
age or mishap in London Lloyds, just as 
Ben Turpin had his cross eyes insured. 


Clerks’ Association 
Continues to Grow 


NOW HAS OVER 2,500 MEMBERS 





Mutual Benefit Organization Over 50 
Years in Existence; Issues $1,000 
Policies at Low Rates 





The Insurance Clerks’ Mutual Benefit 
Association of New York, now insures 
over 2,500 clerks if the yearly advance 
maintained up to 1924 was continued 
during the igs year. This association 
was organized in 1872, more than fifty 
years ago, amnaes fire and marine in- 
surance men for mutual protection to 
themselves, and in the event of death, to 
their families. Both men and women are 
eligible to membership. Headquarters 
are at 80 Maiden Lane, New York. 

By-laws of the association provide 
that a member leaving the insurance 
business may retain all the rights of 
membership by continuing to pay the 
assessments, dues, and fees, the rates 
remaining unchanged. The association 
has had a fine record for paying its 
claims promptly, the death benefit of 
$1,000 being payable within ten days ot 
the filing of satisfactory proofs of death 
of a member. The organization, not be- 


ing operated for profit, can give its 
members the benefit of protection at 
cost. 

Companies and agencies located in 


fourteen different large cities cooperate 
with the clerks’ association. Many of 
the leading executives of fire and marine 
companies are members of the organiza- 
tion. 

Rates vary from ninety-three cents a 
month at age nineteen for $1,000 of pro- 
tection to $3.44 a month at age 55. The 
rate does not go above $1.50 a month 
until age thirty-seven has been reached, 
thereby making the cost very low for 
the average member applying for pro- 
tection while still a young man. By 
the end of 1923 739 claims had been paid. 

“While not group insurance as legally 
defined, for many years we have offered 
a form of group insurance to insurance 
companies and offices,” says the asso- 
ciation; “for its membership is confined 
to those connected with the insurance 
business. In lieu of paying anything in 
sympathy to the family of a deceased 
clerk, many companies co-operate with 
us in urging their employees to become 
members, offering to pay part of the 
cost of membership. On another page 
will be found the resolution of the Na- 
tional Board of Fire Underwriters, which 
sets forth the general basis of this co- 
operation, together with a list of com- 
panies now co-operating with us in 
whole or in part. 

“Our insurance differs from ordinary 
group insurance in several particulars. 





W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Secretary 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 








First, a medical examination is required, 
making our risks selective. Secondly, 
the member pays the monthly assess- 
ment himself, which enlists his vital in- 
terest—what costs nothing is frequently 
wholly unappreciated. And _ thirdly, 
when the clerk leaves his present em- 
ploy he may continue the insurance at 
the same age rate, while with ordinary 
group insurance the msurance may be 
continued only by paying at the higher 
age rate.” 





SAFETY CONFERENCE TO MEET 
Will 


Discuss Industrial Accidents at 
Meeting in Baltimore on January 
Twenty-Third 


Industrial accidents from the citizens’ 
viewpoint; functions of plant medical de- 
partments, and plant safety conditions, are 
the leading topics on a program of a safety 
conference to be conducted under the joint 
auspices of the Baltimore Safety Council 
and the American Society of Safety Engi- 
neers in Baltimore, January 23. 

The meetings will be held at the Emer- 
son Hotel. An interesting evening program 
has been planned with a dinner meeting at 
the Maryland Casualty building in the 
evening. The National Safety Council’s 
new industrial safety film “Hindsight vs. 
Foresight” will be shown at the dinner 
session preceding a later evening meeting. 
The program follows: 

Morning Session 

1. Industrial Accidents from the Citi- 
zen’s Viewpoint—Henry F. Baker. 

2. Symposium on Safety Kinks, 
Equipment and Fducational stunts. 


Safety 


Luncheon 


1. Functions of Plant Medical Depart- 
ments—Dr. R. W. Locher. 


Afternoon Session 
2. Plant Conditions— 
a. Illumination—H. M. Wible, 
Cutter Co., South Bend, Ind. 
b. Plant Design and Housekeeping 
Methods—S. H. Kershaw, Hercules 
Powder Co., Wilmington, Del. 


Geo. 


See 
C. A. CRASG, President W. R. WILLS, Vice-Pres. C.R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy 














CASH CAPITAL 
$2,000,000.00 





Union Indemnity 


FIDELITY and SURETY BONDS 
Accident, Health, Burglary 
Automobile, Liability, Plate Glass 


Workmen’s Compensation Insurance 


EXECUTIVE OFFICES 
830-8386 UNION STREET 
NEW ORLEANS 


Company 


GREAT EASTERN DEPT. 
100 MAIDEN LANE 
NEW YORK 








c. Industrial Ventilation. 
3. Discussion of Exhibits—First aid 
materials, industrial chairs, eye protection, 
electric switches, etc. 


Evening Meeting 
1. Speaker — Dr. Loyal <A. Shoudy, 
Bethlehem Steel Corp., Bethlehem, Pa. 
2. irst Aid Demonstration. 


NATIONAL INSURANCE BANK 


State Monopoly; Bank Bonds to Pay 
Interest of 8% Per Annum; 
Guarantees Insurance 
The Insurance Department of the 
Chamber of Commerce of the United 
States has issued a statement giving in- 
formation about the Costa Rican state 
insurance monopoly law recently passed 

there. 

The act provides for the establishment 
of The National Insurance Bank which 
will especially guarantee its insurance 
operations although such operations shall 
also be guaranteed by the full guarantee 
and responsibility of the state. The 
capital of the bank, which will be large, 
will be in state bonds bearing interest 
at 8% per annum and 1% cumulative 
amortization. All municipalities, educa- 
tion or charity boards of the republic 
may subscribe for state bonds by quar- 
terly payments which will represent 25% 
of the face value of the bond, net profits 
of the monopoly to be devoted as 
follows: 

Twenty-five per cent. to the Cumulative Re- 
serve Fund and 75% to maintain the service 
required by the construction of roads, as an ad- 
ditional resource to the revenue of the Direct 
Taxation and of the amounts assigned to this 
purpose in the budget. a future law 
authorizes a loan for such purpose, the said 
75% shall be devoted to the interest and amor- 


tization service, but always on the understand- 
ing that it is of the same supplementary char- 


acter. Any balance that may remain shall be 
added to the bank’s Cumulative Reserve, 80 
long as no other purpose is determined by any 
aw. 

Article 12. The bank shall pay all taxes 
and levies, which may fall on private parties, 
with the exception of those which devolve 


directly on insurance operations. 


The bank will have a chairman and 
six directors. 





NATIONAL SHOWS GROWTH 


A comparative financial statement is- 
sued by the National Surety shows the 
growth of that company over a period 
of twenty years. On Decmeber 31, 1904, 
the company had a capital of $500,000, 
a surplus of $299,407, reserves of $733,- 
860 and other liabilities of $406,764, mak- 
ing total assets of $1,740,031. Compared 
with these figures are those of June 
1924. They are: Capital, $10,000,000; 
surplus, $4,697,494; reserves, $17,733,783; 
all other liabilities, $968,178, making to- 
tal assets of $33,399,455. 





HAGAN GOES WITH STANDARD 


Harold T. Hagan, of the agency de- 
partment of the Aetna Casualty 
Surety, on January 1, will become identi , 
fied with the agency department of the 
Standard Accident at 54 John Street 

















Mr. Hagan joined the forces of the 
Aetna early in 1917, prior to which time) 
he was connected with a wholesale paper 
house. 
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January 2, 1925 
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ANOTHER SERVICE AND 


MORE PROFITS 


NSURANCE agencies which do not handle 
surety lines are neglecting an opportunity 
to render an additional service to their clients. 


They are also losing out on many chances to 
increase their own income. 


The field of suretyship has hardly been 
scratched. Practically every community 
offers opportunities for profitable develop- 
ment. 


Every one of our agents will tell you that it 
pays to represent the F & D. 


FIDELITY AND DEPOSIT CO. 


Baltimore 
Fidelity and Surety Bonds and Burglary Insurance 
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PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltimore, Md. 


If you are not already adequately represented in thie 
territory | will be glad to have full information regarding 
an agency connection with your Company. 
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FOUNDATION STONES OF 
AMERICAN LIBERTIES 


A SERIES OF DOCUMENTS PLAYING 
IMPORTANT PARTS IN AMERICAN HISTORY 


ANA D— 


The Declaration of Independence 


IN CONGRESS, July 4, 1776 


The unanimous Declaration of the thirteen united 
States of America 


When in the Course of human events, it becomes neces- 
sary for one people to dissolve the political bands which 
have connected them with another, and to assume among 
the powers of the earth, the separate and equal station to 
which the Laws of Nature and of Nature's God entitle 
them, a decent respect to the opinions of mankind requires 
that they should declare the causes which impel them to 
the separation. We hold these truths to be _ self-evident, 
that all men are created equal, that they are endowed by 
their Creator with certain unalienable Rights, that among 
these are Life, Liberty and the pursuit of Happiness. That 
to secure these rights, Governments are instituted among 
Men, deriving their just powers from the consent of the 
governed. That whenever any Form of Government becomes 
destructive of these ends, it is the Right of the People to 
alter or to abolish it, and to institute new Government, 
laying its foundation on such principles and organizing its 
powers in such form, as to them shall seem most likely to 
effect their Safety and Happiness. Prudence, indeed, will 
dictate that Governments long established should not be 
changed for light and transient causes; and accordingly all 
experience hath shewn, that mankind are more disposed to 
suffer, while evils are sufferable, than to right themselves 
by abolishing the forms to which they are accustomed. 
3ut when a long train of abuses and usurpations, pursuing 
invariably the same Object evinces a design to reduce them 
under absolute Despotism, it is their right, it is their duty, 
to throw off such Government, and to provide new Guards 
for their future security. Such has been the patient suffer- 
ance of these Colonies; and such is now the necessity which 
constrains them to alter their former Systems of Govern- 
ment The history of the present King of Great Britain 
is a history of repeated injuries and usurpations, all having 
in direct object the establishment of an absolute Tyranny 
over these States. To prove this, let Facts be submitted 
to a candid world. He has refused his Assent to Laws, 
the most wholesome and necessary for the public good. 
He has forbidden his Governors to pass Laws of immediate 
and pressing importance, unless suspended in their opera- 
tion ill his Assent should be obtained; and when so 
suspended, he has utterly neglected to attend to them. He 
has refused to pass other Laws for the accommodation of 
large districts of people, unless those people would relinquish 
the right of Representation in the Legislature, -a_ right 
inestimable to them and formidable to tyrants only. He 
has called together legislative bodies at places unusual, 
uncomfortable, and distant from the depository of their 
public Records, for the sole purpose of fatiguing them into 
compliance with his measures. He has dissolved Repre- 
sentative Houses repeatedly, for opposing with manly firm- 
ness his invasions on the rights of the people. He has 
refused for a long time, after such dissolutions, to cause 
others to be elected; whereby the Legislative .powers, incap- 
able of Annihilation, have returned to the People at large 
for their exercise; the State remaining in the meantime 
exposed to all the dangers of invasion from without, and 
convulsions within. He has endeavoured to prevent the 
population of these States; for that purpose obstructing 
the Laws for Naturalization of Foreigners; refusing to pass 
others to encourage their migration hither, and raising the 
conditions of new Appropriations of Lands. He has 
obstructed the Administration of Justice, by refusing his 
Assent to Laws for establishing Judiciary powers. He has 
made Judges dependent on his Will alone, for the tenure 
of their offices, and the amount and payment of their salaries. 
He has erected a multitude of New Offices, and sent hither 
swarms of Officers to harass our people, and eat out their 
substance. He has kept among us, in times of peace, 
Standing Armies without the Consent of our legislatures. 
He has affected to render the Military independent of and 
superior to the Civil power. He has combined with others 


to subject us to a jurisdiction foreign to our constitution, 
and unacknowledged by our laws; giving his Assent to their 
Acts of pretended Legislation: For quartering large bodies 
of armed troops among us: For protecting them, by a 
mock Trial, from punishment for any Murders which they 
should commit on the Inhabitants of these States: For 
cutting of our Trade with all parts of the world: For 
imposing Taxes on us without our Consent: For depriving 
us in many cases, of the benefits of Trial by Jury: For 
transporting us beyond Seas to be tried for pretended 
offences: For abolishing the free System of English Laws 
in a neighbouring Province, establishing therein. an Arbitrary 
government, and enlarging its Boundaries so as to render 
it at once an example and fit instrument for introducing 
same absolute rule into these Colonies: For taking 
our Charters, abolishing our most valuable Laws, 
and altering fundamentally the Forms of our Governments. 
For suspending our own Legislatures, and declaring them- 
selves invested with power to legislate for us in all cases 
whatsoever. He has abdicated Government here, by declar- 
ing us out of his Protection and waging War against us: 
He has plundered our seas, ravaged our Coasts, burnt our 
towns, and destroyed the lives of our people. He is all 
this time transporting large Armies of foreign Mercenaries 
to compleat the works of death, desolation and tyranny, 
already begun with circumstances of Cruelty and perfidy 
scarcely paralleled in the most barbarous ages, and totally 
unworthy the Head of a civilized nation. He has _ con- 
strained our fellow Citizens taken Captive on the high Seas 
to bear Arms against their Country, to become the execu- 
tioners of their friends and Brethren, or to fall themselves 
by their Hands. He has excited domestic insurrections 
amongst us, and has endeavoured to bring on the inhabitants 
of our frontiers, the merciless Indian Savages, whose known 
rule of warfare, is an undistinguished destruction of all 
ages, sexes and conditions. In every stage of these Oppres- 
sions We have Petitioned for Redress in the most humble 
terms: Our repeated Petitions have been answered only 
by repeated injury. A Prince, whose character is thus 
marked by every act which may define a Tyrant, is unfit 
to be the ruler of a free People. Nor have We been wanting 
in attention to our British brethren. We have warned 
them from time to time of attempts by their legislature to 
extend an unwarrantable jurisdiction over us. We have 
reminded them of the circumstances of our emigration and 
settlement here. We have appealed to their native justice 
and magnanimity, and we have conjured them by the ties 
of our common kindred to disavow these usurpations, which, 
would inevitably interrupt our connections and correspond- 
ence. They too have been deaf to the voice of justice and 
of consanguinity. We must, therefore, acquiesce in the 
necessity, which denounces our Separation, and hold them, 
as we hold the rest of mankind, Enemies in War, in Peace 
Friends. 
fe, therefore, the Representatives of the united States 
of America, in General Congress, Assembled, appealing to 
the Supreme Judge ef the world for the rectitude of our 
intentions, do, in the Name and by Authority of the good 
People of these Colonies, solemnly publish and_ declare, 
That these United Colonies are, and of Right ought to be 
Free and Independent States; that they are Absolved from 
all Allegiance to the British Crown, and that all political 
connection between them and the State of Great Britain, 
is and ought to be totally dissolved; and that as Free 
and Independent States, they have full Power to levy War, 
conclude Peace, contract Alliances, establish Commerce, 
and to do all other Acts and Things which Independent 
States may of right do. And for the support of this 
Declaration, with a firm reliance on the protection of divine 
Providence, we mutually pledge to each other our Lives, 
our Fortunes and our sacred Honour. 





“With everything AMERICAN 
tomorrow is secure.” 





Reprinted by Tur AMERICAN 
INsurANce Co. of Newark, N. J. 
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